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MAYFAIR 
Superflex Process 
Style 4375 — Dull Black Kid. . .$3.95 
Supreme Last, 15/8 Covered 
Boulevard Heel 
AAA 5-9 AA be Pn 4-9 
B 24-9 C3K%-9 
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COMPREHENSIVE 
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- S TO C K So etinsciet ce ae $4.20 
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AAA 5%-9 AA 4: 9 Aa B3-9 
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Suede and Brown Kid with Beige Lustre 
Kid Pinked Piping.......+++++ $5.25 


In times like these Queen Quality’s out- 
standing service, rendered through its 
complete anid comprehensive In-Stock 
Department, takes on new significance. 


To the alert dealer this means an imme- 
diate opportunity for quicker turnover, 





fewer mark-downs and greater profits. Sivle 2141 — Black Suede with Dul 
Black Kid Trim............... $3. 

Queen Quality’s floor stock includes a “ae Ls, 20/8 Covered neo 

well-rounded, versatile line of highly AA S959 Po PF 


j Style 2142 — Same in H B 
styled patterns built to a standard of Stvle 2142 — Same in, Havana Brown 


CHANNING ; 
* quality that assures value to dealer and 
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Dresden Last, 16/8 Covered 

Boulevard Heel 
AAA 5%-9 AA 5-9 A4%-9 
B2%-9 C 3%-9 
Style 2147 — Same in Black Sgede 
with Black Patent Lacing....... $3. 






PLANET 
Superflex Process 

Style 4411— Havana Brown Suede and Brown 
Kid with Brown and Beige Genuine Lizerd 
I oi coats 654 SAAS On dae 

Petite Last, 20/8 Covered Franco-China Heel 
AAA5%-9 AA5S-9 A49 B3%K%-9 
Style 4410 — Same in Black, Suede and Dull 
Black Kid with Black and White Genuine 
SRNR, 5.3.0 00.0009000.0,058492 $4.20 





Nationally Advertised in HARPER'S BAZAAR * LADIES’ HOME JOURNAL * WOMAN’‘S HOME COMPANION 7 DELINEATOR 


RR igh TE his LN AH 


INDIR AH eo DE 


AR a Beit kA tual NS WS. 








Boot AND SHOE RECORDER 


combining THe SHOw RETAILER, Sept. 9, 1933 





BOOT &/HOE 





Ss 


Vol. CIV, No. 1 


RDER 









1l 





September 9, 1933 


The VOICE of the TRADE 


“Datias 


should have the best Fall in many 
years,” said S. W. Laughlin of 
Paul’s, one of the most successful 
shops. “One-third of all the peo- 
ple in Texas live within 100 miles 
of our city. When these people 
get the kind of crop they have had 
this year they spend money. Beer 
should help, too, indirectly, but 
probably not as much as some 
people think.” 


—S 4 Gost DARN 
i Nast 


PR neR 


Cc 


The mule may be a stubborn 
beast but it is also not without 
intelligence. Everywhere cotton 
farmers are complaining that it 
is impossible to force the mules 
down the rows of cotton plants so 
that the cotton can be turned into 
the ground. The mule, by instinct 
and training, has been taught to 
walk between the rows. To him 
it seems a dumb idea to turn in 
cotton that has been carefully 
planted and weeded. Many a cot- 
ton farmer says that the only way 
it can be. done is for the Govern- 
ment to supply them with new 
plows that will turn in the bushes 
so that the mule can still walk in 
the furrow. Many a farmer says 
that the mule has more intelligence 
than the man. 

A sharp advance in shoe retail 
sales by the middle of September 
is the unanimous prediction voiced 
by merchants in Dallas. Back of 
their confidence is the bumper cot- 





ton crop, the rise in the price of 
cotton, the legalization of beer and 
the prospect of $40,000,000 being 
distributed by the Government to 
cotton, farmers in the area for 
plowing under their surplus acre- 
age. , 
x * * 


Ore hundred seventy -five 
persons are stopped and one hun- 
dred seventy-five pennies taken in 
on an average each week by the 
scales that stop the passer-by on 
University Way, Seattle, in front 
of the Buster Brown Shoe Store 
there, according to the manager. 

Placed in the center of the spa- 
cious entrance to the store, with 
windows on either side, yet close 
to the flow of foot traffic on the 
sidewalk, the scales cause many 
pedestrians to pause who other- 
wise would not be caught by the 
two windows admirably filled with 
shoes. 
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Hordes of college students and 
co-eds pass along University Way, 
since the campus of the big co- 
educational University of Wash- 
ington with its 7000 students is 
just a stone’s throw from the shoe 
store, with its convenient scales 
for weighing-in, test results of 
diet, of food economy budgets, and 
determine whether the fair co-ed 
or the young collegian is gaining 
or losing weight. 


sits O'Connor 
of O. & G., Chicago, participating 
in the code hearings in Washing- 
ton, was most helpful to the NRA 
in presenting a new angle to the 
discussions on whether or no the 
code can control the family in 
trade. In four days’ session the 
constant desire of the Administra- 
tor was for more light on the 
family in business. The term 
“Papa, Mama and Rosie store” 


MANY OF US STARTED THAT way / 
é LLaL 





, 

















best illustrates the problem. The 
small store run by two partners, 
without additional help, fits into 
the picture. 

Mr. O’Connor’s letter to General 
Johnson said: “The cradle of 
American business is in the am- 
bitious efforts of young men try- 
ing to get a foothold in business. 
If regulations had prevailed when 
O. & G. was started, in all proba- 
bility we would never have reached 
the point where we employed 500 
people. In the early days of 
O’Connor & Goldberg, Julius 
Goldberg and I worked endless 
hours, practically living in the 
store, to get our start. If it is the 
intention today to frustrate the 
ambitious little family or the little 
organization not sufficiently capi- 
talized to employ people, then ir- 
reparable harm is done to the am- 
bitions and efforts of individuals 
to build for themselves a living 
business. 
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“The problem really solves 
itself, for after the start, increased 
business will necessitate increased 
employment and then the full re- 
sponsibility of wages and hours of 
employees rests upon that growing 
business. We must permit ambi- 
tion to have its place in the future 
progress of America.” 


* * X 


tastes H. Baber 


of Regent Street, London, brings 
to America this week the theory 
of footwear based on “natural ease 
in walking on heelless shoes.” He 
advocates heelless shoes for men, 
women and children and what’s 
more, practices what he preaches. 
He visited the shoe men of Bos- 
ton, New York, Chicago and St. 
Louis to reveal to them the theory 
of posture back of the heelless 
shoe. Incidentally, he brings the 
toast that was used in Merry Eng- 
land in 1815: “Here’s to our 
friends ; as for our foes, may they 
have short shoes and corns on 


their toes.” 
Rh th. agi 


A radio play, 
the continuity for which carries 
out cleverly worded sales sugges- 
tions, has proved a very profitable 
advertising medium for the Re- 
public Orthopedic Shoe Co., Den- 
ver, Colo. 


—t— 
7 ic SHOES 
REPU a OS ar_ 
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The play, put on at 8.30 every 
morning, is used each Thursday 
by the shoe company. The scene 
is the breakfast table of the aver- 
age American home. A husband 
and wife discuss the problems of 
the day in the manner of the aver- 
age couple, and into these discus- 
sions are brought the firm’s bits of 
advertising. 

For example, on one occasion, 
the husband complained of tired, 
aching feet. The wife “ordered” 
him not to delay another day but 
to visit the Republic firm—giving 
the exact address—and have the 
trouble corrected before it became 
serious. On another occasion the 
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ORNERY 


—Human Nature is sort of “ornery,” even 
at its best. 

—We never seem to know what we really 
want, and when we get what we thought 
we wanted, we wonder if we really wanted 
it after all. 

—At one time we feared that we were go- 
ing off the gold standard; then we feared 
that we would get back on the gold 
standard. 

—We feared that we were going to have 
inflation; now we fear that we are not 
going to have inflation. 

—We feared that the NRA wouldn’t work; 
now we fear the results if it does work. 

—And still, the sun rises and sets; season 
follows season; the years roll on and this 
tough old world of ours survives and pro- 
gresses in spite of our vacillating minds. 

—So, follow Dr. Coue’s advice and every 
day repeat ten times some formula similar 
to this: “Forget yesterday. Three cheers 
for tomorrow.” 


Zest 6 TEE 


President. 





wife described to her husband 
how much “fun” she had at the 
store watching “pictures” taken of 
her friend’s feet. She explained 
that the “pictures” revealed the 
underlying causes of foot trouble 
and enabled the firm to correct 
them. 

Every day the play is different 
and every day it tells a vitally 
interesting story to the average 
listener in a human, entertaining 
way. 

“The medium is probably the 
most effective we have ever used,” 
declared A. C. Haaker, one of the 
partners. “It has even brought 
us business from people several 
hundred miles away in other 
States. For the first few months 
we are using the program pri- 
marily to impress our service in 
a general way and our location. 
We are giving particular emphasis 
to our downstairs store.” 


* * * 


J. W. Kelly 
of Paris, Ill., submits the follow- 
ing qualifications for a shoe clerk 
in a small town—-code or no code: 


Must be a 


1. good dresser 

2. good talker 

3. good mixer 

4. good liar 

5. good gambler 

6. good thinker 

7. good writer 

8. painter 

9. janitor 

10. carpenter 

11. electrician 

12. window trimmer 

13. plumber 

14. box maker 

15. coal heaver 

16. reader of all trade journals 

17. smart “kidder” 

18. mind reader 

19. shoe fitter 

20. good listener to the customer’s 
aches and pains 

21. good collector 

22. good style picker 

23. good stock keeper and dust chaser 

24. good adjuster 

25. good worker and early riser 

26. good ad writer 

27. good giver at church 

28. show sympathetic interest in baby’s 
first tooth as well as “my recent 
operation” 


Must be 


29. kind and obedient 

30. able to please the rich and satisfy 
the poor 

31. active 

32. able at all times to “lie” for the 
boss . 

33. expected to know everybody in 
town and whether credit is good 
or not : 

34. able to answer all questions 

35. able to explain why shoes are so 
high 

36. able to tell where a traveling man 
may be able to get lunch and 
drink close in 

37. able to wait on three customers at 
a time, four if possible 

38. on good terms with Mayor, Com- 
missioners and Sheriff 





ue Pe NT !T THE 
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39. able to pay all bills 

40. able to fly high in society and low 
in the common herd 

41. financially able to treat all girls he 
meets to soda and candy 

42. able to buy tickets to all shows, 
dinners, dances and other enter- 
tainments in the county 

43. kind and honest 

44. able to give and take jokes 

45. able to talk sports and crops 

46. able to mend awnings 

47. able to crank or start cars for 
ladies when parked in front of 
store 

48. able to smile when a lady asks to 
have shoes stretched that were 
bought from mail order houses 

49. able to cuss the buyer when you 
haven’t the right size 


Must know 


50. cotton from silk 
51. linen from marcel cloth 


en ns a eae Mee 
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52. hosiery 

53. different kinds of leather 

54. how to repair shoes 

55. how to fit arch supports 

56. how to relieve all foot troubles 

57. trade names of all shoes in U.S.A. 

58. all traveling men by first name and 
where they live 

59. when and where next shoe conven- 
tion is to be held 

60. all competitors’ names and what 
brand of shoes they sell in a 
radius of 150 miles 

61. all main routes out of town 

62. correct schedule of all trains and 
buses 

63. what is on at the movies 

64. all about rubber footwear 

65. different brands of shoe polish 

66. what is in style 

67. latest news 


Must 


68. learn to say nice things about com- 
petitors 

69. entertain the traveling men 

70. feed the hungry and give drink to 
the thirsty 

71. amuse the customers’ children as 
well as their dogs 

72. listen to traveling men’s family 
troubles and about their sons in 
college 

73. please the mothers and suit the 
fathers 

74. read the Shoe Recorder for correct 
information on anything pertain- 
ing to the shoe game 

75. agree with the farmer 

76. own a car 

77. smile whether you want to or not 

78. visit every beer joint at least once 
a week to be a good scout 

79. patronize merchants that trade with 
you 

80. donate to all cripples and moochers 

81. belong to all lodges and societies 

82. last, but not least, be able to bear 
all the boss’ faults and abuses 
when he loses at golf, poker, or 
baseball and to shoulder all his 
troubles and listen with a deaf 
ear to his grief 


* ok Ox 
Wen you want 


to grade up your merchandise, 
just offer your salesman a little 
inducement in the nature of addi- 
tional commission and watch the 
results. That, in substance is 
what one of America’s foremost 
shoe managers, none other than 
Steven R. Jay of the Fyfe or- 
ganization in Detroit, accom- 
plished—with results far beyond 
his expectations. 

Fyfe’s customers, like every 
other group and class throughout 
the country, have been the victims 
of the depression during the past 
two years. The top line in this 
exclusive Detroit men’s depart- 
ment, which formerly sold at $27. 
and $30. for a custom shoe, has 
seen few patrons in 24 months or 
more. They’re not selling ’em by 
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the dozens these days but the 
bonus on all men’s shoes sold at 
$15. and more has produced start- 
ling results for the management ; 
and we are told the idea has been 
passed along to the sales division 
in the women’s department also. 


* * * 


, windows 
with seasonal suggestions. Icicles 
that made Mr. and Mrs. Customer 
want to shiver despite the broiling 
sun were used recently in a novel 
and extremely productive window 
display of the Paramount Boot 
Shop, Denver, Colorado. The dis- 
play sold several hundred pairs of 
summer shoes within a few weeks. 
The background of the window 
was a powder blue. Along the top 
ran a border of white crepe paper, 
cut into a ragged outline along the 
bottom to represent a row of 
“North Pole Icicles.” Then, in the 
center of the blue background was 
a large white panel, on which ap- 
peared the legend “Cool Shoes” in 
blue letters with the tops edged 


in white to creat a_ frosted 
appearance. 
x * x 
A\bert M. Creighton, 


former shoe manufacturer and 
now member of the New England 
District Recovery Board, sold his 
biggest order when he persuaded 
General Hugh S. Johnson to per- 
sonally carry the National Recov- 
ery Drive into New England, with 
a speech in Boston on Wednesday, 
Aug. 30. 


General Johnson, after an early 








“You're crazy! 








morning’s work at his desk in 
Washington, jumped an aeroplane, 
arrived at noon and started speak- 
ing at 12.30, before 1000 recovery 
committee men from all over New 
England. His remarks were broad- 
cast nationally. 

It is the first and perhaps the 
only hop that General Johnson has 
taken from the Administration 
headquarters. It was considered 
a superb accomplishment by Mr. 


Creighton. 
* * * 


Witbur J. Page, 


Chief of the Leather-Rubber-Shoe 
Division of the Department of 
Commerce, is finding opportunity 
to contact every branch of the in- 
dustry in Room 2845, Commerce 
Building, Washington. 

The new chief of the division 
is splendidly qualified for the 
work. Born in Concord, N. H.; 
a graduate of Williams College; 
associated with Page Belting Com- 
pany; Graton & Knight Manufac- 
turing Company; foreign repre- 
sentative for the latter during the 
World War: field director in the 
Red Cross; entered Government 
service in January, 1919; Trade 
Commissioner at Paris; Trade 
Commissioner at London; in Jan- 
uary, 1922, organized the Hide 
and Leather Division, Bureau of 
Foreign and Domestic Commerce ; 
July 15, 1933, due to reorganiza- 
tion, the Hide and Leather Divi- 
sion, Rubber Division and Shoe 
and Manufactured Leather Divi- 


sion were consolidated and the 
new division called Leather-Rub- 
ber-Shoe Division. 
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What Price Shoes at Retail? 


Recorder Survey Shows Tendency to Go Slowly on 
Price Increases, With Inventories About as Usual 


The month of September 
opens the Fall shoe season. Few Fall seasonal open- 
ings have been confronted with a more involved mer- 
chandising problem than this present one of 1933. 

Every merchant has been asking, what price levels? 
What are inventory conditions? Will grades be main- 
tained ? 

In a survey, including leading shoe merchants and 
stores throughout the country, the RecorpeEr has col- 
lected a most complete picture of retail shoe store 
operations during the next three months. The tele- 
graphic reports reveal a wealth of information which 
can be used by shoe men to either confirm their pres- 
ent policies or, if they desire, to guide their course 
by the action of these outstanding stores. 

Here are the questions we asked these merchants: 

What percentage of increase at retail will your 
price levels show for September, October and No- 
vember as compared with Fall, 1932? Summer, 
1933? 

Are you buying shoes to your former price levels 
or raising prices to maintain grades? 

What percentage of increase does your inventory 
show, compared with Fall, 1932? Summer, 1933? 


Frank Werner, 
San Francisco, Cal.: 

“Retail price level for Fall will be 16 per cent over 
last year. Ten per cent over Summer, 1933. Our pol- 
icy to maintain grades, so prices will be higher. In- 
ventories May, June, July this year average 25 per 
cent lower than last year. Expect inventories to in- 
crease this Fall but will probably not exceed last 


year’s figures.” 
* * * 


Thayer McNeil Co., 
Boston, Mass.: 

“Price levels for this Fall same as last Fall. Main- 
taining same grades as last Fall. Bought at old 
prices. Inventory 6 per cent increase.” 


* * * 
A. O. Day, 
R. H. Fyfe & Co., 
Detroit, Mich.: 

“Increase in retail prices 5 per cent in September 
over a year ago; 10 per cent increase in October and 
November. Retail prices for Summer, 1933, ap- 


proximately same as Fall, 1932. Will maintain our 
grades regardless of price. Present inventory 25 
per cent less than year ago.” 


* * * 


Innes Shoe Co., 
Los Angeles, Cal.: 

“Our prices retail for month of September are 10 
per cent higher than Spring prices of 1933—prac- 
tically the same as Fall of 1932. October and No- 
vember prices will be 20 per cent higher than Spring 
retail and 20 per cent higher than Fall, 1932. We 
are absolutely maintaining our grades throughout our 
stores and are trying to hold retail prices down as 
low as possible, until buying power catches up. Our 
inventory is 20 per cent lower than Fall, 1932, in 
units.” 

x *« * 
Sommer & Kaufmann, 
San Francisco, Cal.: 

“Compared with Fall, 1932, as well as Summer, 
1933, we estimate our prices will show about a 15 
per cent-advance. It even may go higher, as we are 
maintaining quality. The increase in price of Fall, 
1933, over Summer, 1933, may be even greater, but 
should not be considered as a logical resultant of 
conditions, because people are generally willing to 
pay more for Fall shoes than they would for Sum- 
mer shoes. Hence there would be a slight difference 
in the average price of the two seasons even though 
conditions were the same. Compared with Fall, 1932, 
our present inventory shows a decline of 9 9/10 per 
cent. Compared with Summer, 1933, inventory 
shows a decline of 28 3/10 per cent. Both of these 
percentages do not represent a true condition. Large 
orders are outstanding and deliveries have been ex- 
ceedingly slow and late, due to curtailed output of fac- 
tories under NRA and also due to factories accepting 
too much business at early part of season.” 


* * * 


Peacock Shoe Shop, 
Phoenix, Ariz.: 

“Price levels for September, October and Novem- 
ber will show increase of about 11 per cent over Fall 
last year. Raising prices to maintain same grades. 
Inventory almost same as last Fall but 20 per cent 
more than Summer, 1933.” 


Aecitibiiane aes 
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Albert Wachenheim, Jr., 
Imperial Shoe Company, 
New Orleans, La.: 

“Price levels for Fall shoes as compared to Fall, 
1932—top line increase 19 per cent, medium range 
none—arch line, none—lower level 20 per cent. Com- 
pared to Summer, 1933—top line 19 per cent, me- 
dium line, 13 per cent, arch line—none, lower grades 
20 per cent. We are raising prices to maintain same 
grades wherever manufacturer has advanced prices 
to compel this. Inventory about equal or slightly 
less than last Fall or Summer.” 

* %* * 


C. M. Stendall, 
Minneapolis, Minn.: 

“In general maintaining same prices and grades as 
1932 for September. October and November depend 
on manufacturers’ prices. Also maintaining about 
same inventory.” 

* * * 
Department Store, 
Connecticut: 

“Price levels for September and October same as 
1932. November 15 per cent higher—same as_Sum- 
mer, 1933. Buying shoes to Summer price levels. 
Maintaining same quality. This done by early pur- 
chasing. Inventory same as last year.” 

x * * 


Harry E. Fontius, 
Denver, Colo.: 

“Practically no increase in retail price over Fall, 
1932. About 5 per cent increase over Summer, 1933. 
We are raising prices to maintain same grades. In- 
ventory about 10 per cent less over Fall, 1932— 
slightly higher over Summer, 1933.” 


* * * 


Volk Brothers Company, 
Dallas, Texas: 

“Price level approximately 10 per cent to 12 per 
cent higher than last Fall or past Summer. We are 
maintaining our grades and raising prices as neces- 
sary to do this. Our inventory for Fall about 12 
per cent higher than Fall last year.” 

x * 
B. A. Covington, Pres., 
Buckley’s Shoe Store, 
Jackson, Miss.: 

“Retail price increase of 10 per cent. Raising price 
to maintain same grades. Inventory will be lower 
due to heavy stock of 1932.” 

* * & 


Payne Shoe Company, 
Topeka, Kans.: 

“Early buying enables us to maintain practically 
same price level as 1932. Same quality maintained. 
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Present inventory no higher than 1932. Fill-in or- 
ders for September 20 per cent greater than last 
year.” 

* * * 
Panor Shoe Co., 
Des Moines, lowa: 


“Our price levels will show 20 per cent to 25 per 
cent increase over Summer, 1933. Fifteen per cent 
to 20 per cent over Fall, 1932. We are maintaining 
grades and raising prices accordingly. Inventories 
will be increased about 15 per cent.” 

* * x 
Arthur E. Ebbs, 
Swope Shoe Co., 
St. Louis, Mo.: 

“Our price levels for September will show about 
a 10 per cent retail increase in comparison to Fall, 
1932. Weare raising prices to maintain same grades. 
Cannot give you inventory comparison for August 
as figures will not be complete for few days.” 

* * & 
O. E. Thorp, 
Turrell Shoe Company, 
Seattle, Wash.: 

“We are raising prices on new merchandise only a 
very small percentage. For September and October 
selling prices almost same as Fall, 1932, prices—as 
Summer, 1933. When we pay further advance in 
price we will necessarily raise—as we will maintain 
same grades. No increase in inventory over Fall, 
1932. We are not gambling on Fall purchases. Very 
little increase over Fall, 1932, purchases.” 

x * * 
R. D. Hofheimer, 
Hofheimer’s, Inc., 
Norfolk, Va.: 

“Anticipated increase in retail prices about 12 per 
cent over last Fall, 31 per cent over Summer prices. 
We are raising prices to maintain grades. Inven- 
tories increased about 7 per cent over Fall, 4 per cent 
over Summer.” 

x * x 
Robinson Shoe Company, 
Kansas City, Mo.: 

“Retail prices 1414 per cent higher for September 
and October than same period last year. Cannot 
quote for November. In most instances we are main- 
taining quality regardless of price. However, later 
we expect to buy for and maintain retail prices. Au- 
gust 1, 1933, inventory, compared with June 1, 1933, 
inventory, 12 6/10 per cent increase. August 1, 1933, 
inventory compared with August 1, 1932, inventory 
25 2/10 per cent increase. August 1, 1933, inventory 
compared with October 1, 1932, inventory 10 8/10 
per cent increase.” 

[TURN TO PAGE 43, PLEASE] 
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Tailored Shoes 


By RUTH HARRINGTON 


This Fall's best bet 
in tailored shoes for the football season is a closed-up 
ghillie effect with or without a kiltie tongue. It all came 
about, of course, from the marriage last year of the broad 
T-strap and the Prince of Wales model. This alliance pro- 
duced the Abbey tie and a number of other closed-up, laced- 
up, tongue effects! There are classic ghillies still of course. 
Moccasin types. Plenty of regular oxfords. But, if you are 
looking for the one best promotional shoe in your stocks 
pick out a shoe like the one sketched at the top of the right- 
hand page. These high, closed-up lines go with the new 
sports clothes. The idea lends itself to all sorts of novelty 
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Selling Sports Types for Campus and Stadium 


Shoes illustrated on opposite page, starting at the upper left: 


1. Typical new modified oxford with 2. Gored front oxford with zipper 
strapped tongue effect. closing, a collegiate success. 


3. This open-throat tie shows the 4. Extremely low heels, a high 
ghillie suggestion. fashion for active sports wear. 


From top to bottom on this page are shown: 


1. Instead of the conventional tied 2. Popular model derived from skat- 
lace, the thong lacing of this shoe ing shoes. It is also a revival of 
fastens with a buckle. the old bicycle “Bal.” 


3. Another good kiltie tongue ef- 
fect. Perforations and pinking lend 
an added touch of smartness. 





In the photograph below is shown one of the new suede campus coats. 
Leather is being much featured for sports wear this fall, both in coats and 
trimming touches. 


in pattern development. The closed-up ghillie is a good shoe. 
A Fall 1933 shoe. A sure touch down! 

And if you’re looking for a novelty note that suggests 
the football season, look into the football ornaments, the 
clips and detachable buckles sketched above. All kinds of 
trick ornaments and lacings are important this year. For the 
younger crowd a bit of jazz like this has a real appeal. 


* * 


Four leathers, this Fall, are in competition for campus 
and football honors. Suede, in combination with calf or 
reptile, is featured in the higher heel types. All-over calf- 
skins emphasize the new boarded and grained effects that 
give the leather special suppleness and softness. Buffed and 
embossed grain leathers, so popular last year, aré entering 
a bigger and better season, with a number of new grains 
in the picture. Service calf, too, is getting wide acceptance. 

This service calf situation is important enough for some 
special discufssion. Shoe salesmen are succeeding in selling 
their customers the real idea behind the leather. Service calf 
came into use first in the trenches during the war and is 
intended for rough and ready wear. In its better grades the 
oil in its tanning makes it also water resistant. Service calf 
is not to be confused with suede. There is the same differ- 
ence, in fact, between suede and service calf that there is 

[TURN TO PAGE 38, PLEASE] 
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The Crime 





¥ 


ROY J. PHILLIPS 


Right up with the major 
crimes of murder, treason and arson comes the crime 
of misfitting feet. There seems to be something on 
the inside of me that just cries out every time I see 
some of those dumb shoe fitters who ruin the health 
of everyone that comes in contact with them. It is a 
crime the way some shoes are sold. It would be better 
if many people never wore a pair. 

Some shoe men have as much thought for a foot 
and the way it should be fitted as a fish has for dry 
land. I hope there is some way whereby things can 
be put in a condition so as to protect the man, woman 
and child. The child at all costs should be fitted 
correctly. 

Consumers pay good money for a pair of shoes and 
in many cases what do they get. Corns, callouses, 
bunions, hammer toes, broken down arches, head- 
aches, eye strain, leg pains, back pains, and, if that 
is not enough for $1.98, I do not know what they 
want for their money. 

Any good shoe man who has a care for the sake of 
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of Misfitting 


No Excuse Exists Today for Telling a 
Customer Shoes Will Be Comfort- 
able After They Are "Broken In" 


By 
ROY J. PHILLIPS 


Manager, Economy Shoe Store 
Jacksonville, Fla. 


the persons buying shoes from him will agree with 
me on this. If they think they can get away with it— 
well then there ought to be a jury to convict them 
of ruining the health of the child. 

I get so mad and disgusted when I see some of 
these so called shoe salesmen tell their customers that 
after they break in their shoes they will be comfort- 
able. Well, if I ever had a man tell that to one of my 
customers I would not be responsible for what I’d 
do. The idea that after you break down all supporting 
quality that the shoe has (if it ever had any) and put 
all the nerves of your body on edge, you might wear 
the misfitted shoes is all wrong. 

You know that times have changed so much since 
you and I were kids. Our parents would stand us on 
the floor and draw a diagram around our feet, then 
go downtown to buy a pair of shoes that looked big 
enough. If the shoes hurt very much they would get 
a bigger size, but most of the time it just had to do 
as they did not have the time to go back to town. “I 
guess it will be all right after you wear them,” Dad 
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Children’s shoe department of Economy Shoe Store, Jacksonville, Fla, where Mr. Phillips is manager and buyer. 


would say. Or else he would take the shoes back and 
tell the clerk to stretch H out of them. 

Back in 1929 we opened our store. We stocked 
a good line of shoes for men and women and enjoyed 
a nice business. While we had many calls for chil- 
dren’s shoes, we did not want to take this extra 
burden on, as we felt that this selling of children’s 
shoes was one of the headaches of the shoe game. 
A few pairs were bought just the same. And we 
bought just as good shoes as we could find but they 
did not fit the way the men’s and women’s shoes fitted. 





. Shepskinaly though, our children’s 
business began to grow. We were doing a good 
business, yet we felt that things were not right, al- 
though I talked it over with my firm, and they said 
“Phillips—we are buying the best that are made,” 
still I kept right on. One day the big moment in my 
life came. Mr. Paxson, who was the buyer, called 
me up to the office, and said, “Phillips, your worries 
are over. I have just bought you a shoe that you 


_wanted and the salesman says if they do not fit they 


will take the whole lot back.” 

Well, the minute I saw the shoes I knew that they 
were just what I often dreamed about, but I never 
thought that it would come true. And did they fit? 
Just as pretty as a pair of gloves, the contour of the 
foot was there and the fitting stood out like a million 
dollars. These shoes were stocked in infants A 
widths down; AA were carried in the 8 to 3 runs 
and AAA and AAAA in 3¥4 to 8 misses’ sizes. In 
no time at all we increased our children’s business 50 
per cent. 


The child that was always tired after a few days 
in these shoes never thought of taking them off. The 
mothers who bought these shoes were the best ad- 
vertisers, for the shoes not only fitted well but wore 
four times longer than the average. As for results, 
the feet had a chance to grow as nature intended. 

Here is something that has always stuck in my 
heart—why do these cheap shoe stores stay in busi- 
ness? They are just like so much poison, and every 
shoe box that holds these cheap shoes should have 
skull and crossbones on it. The trouble today is that 
the average parent is not educated to the fact that 
they must be just as careful in fitting their children’s 
feet as they should be in selecting their doctor. 

What peeves me is that when the average clerk is 
waiting on the customer if he says $4 for a pair of 


«shoes and they say that is too much, he gets a $3 


grade. If that is still too much he gets a $2 or $1 
pair, and the funny part is that they all are supposed 
to fit regardless of price. 

In the first place a merchant should be as careful 
in selling shoes as he is in buying oil for his car. How 
long will a car run and keep in good running order 
if cheap oil is used? 

No man or woman should be allowed to fit a pair 
of shoes until they have been trained in regard to 
shoe fitting and have had at least six months’ actual 
experience. All the preliminary fittings should be 
okayed by someone who has had at least two years’ 
experience. Just to show how much is thought of 
fitting by the average person I'll cite this incident. 
A man asked me if I could use him and I inquired 

[TURN TO PAGE 38 PLEASE] 
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How to Save Time 





and Money Planning 


BOOKLETS and FOLDERS 


HEN making up your Fall folders or booklets, 

time, trouble and expense can be saved through 
the use of page sizes that cut without waste from stand- 
ard stock sizes of paper. 


While there is some variation in sheet sizes in various 
styles, makes and grades of paper, the following scale 
will serve as an excellent guide in the choice of page 
sizes that can be cut advantageously from standard 
paper sizes. 


In each case the sheet size indicated in the chart 
may be used either upright or oblong, in the folio 
(number of pages shown in the last column), either 
stitched as in booklets, or unstitched as in folders. The 
sizes given range from the small envelope enclosure 
size to large area pieces, such as big circulars. 


To use the scale simply select a page size you wish 
to use, then check the last column to see if the folio 
(number of pages in the folder or booklet) will cut 
advantageously. Each page size given counts as TWO 











TRIMMED PAGE SIZE 


SHEET SIZES 


pages in the column of page forms, even though you 
may print on one side of the paper only. 


While varied requirements in the style and purpose 
of the mailing piece, and the great variety of papers 
available makes it impractical to give definite sugges- 
tions, there’s one safe rule—choose good paper in a 
weight that will “feel” good to the reader. If you ex- 
pect to use a fancy paper that may be made in one size 
only, or a “cover stock,” be sure to check up on the 
sheet size in which the paper is available. Also test the 
sample sheet for qualities required in folding or binding. 


Be sure when using halftone illustrations, to check 
the screen of the cut and the texture of the paper. For 
example a 133 screen deeply etched halftones would 
print well on a dull coated book paper, while a 150 
screen halftone would be better on a glossy surface book 
paper, whereas a line cut would look better on an antique 
finish paper. Watching these details, and the quality of 
the ink used, as well, will greatly improve the ap- 
pearance. 








WHEN RUN AS 


3¥%2 x 62 envelope enclosure 26 x 29 4, 8, 16 or 32 page forms 
3% x 5¥e booklet folder 32 x 44 4, 8, 16, 32 or 64 page forms 
4¥2 x 6 _ booklet folder 25 x 38 4, 8, 16 or 32 page forms. 
42 x 6 _ booklet folder 26 x 29 6, 12 or 24 page forms. 

4 x 9% letter enclosure 25 x 38 4, 6, 12 or 24 page forms. 

4 x 9Ye letter enclosure 38 x 50 4, 8 or 16 page forms. 

5% x 7% pocket size 32 x 44 4, 8, 16 or 32 page forms. 
52 x 83% booklet or folder 35 x 45 4, 8, 16 or 32 page forms. 
6 x 9Y¥@ booklet or folder 25 x 38 4, 8, or 16 page forms. 

6 x 9Y¥% booklet or folder 26 x 29 12 page forms 

7% x 10% booklet or folder 32x 44 4, 8 or 16 page forms. 

842 x 11 _ letter size 35 x 45 4, 8 or 16 page ferms. 

9% x 126 large area 25 x 28 4 or 8 page forms 

9% x 12% large area 26 x 29 6 page forms. 
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4 PAGE 
UPRIGHT (trot) 


This 4-page piece may be used for all trimmed sizes shown in the 

chart, from the small envelope enclosure to the larger sizes. For 

a folder, fold upright. Folded oblong it is effective for a simple 

4-page mailing card. The layout shown would work well even on 
a small 4-page folder of 3%2 x 6% _ inch page size. 























———1 








4 PAGE 
OBLONG 


This 4-page piece is shown folded oblong, upright, and also up- 

right off-center. It cuts economically in all but the 4 x 9% page 

sizes, shown in the chart. The upright layout shown is suggested 
for the 334 x 5% inch page size. 





(1 FOLD) 




















— 











6 PAGE UPRIGHT 


(2 FOLDS) 











This 6-page piece cuts economically in trimmed page sizes, 4/2 x 6, 
4x 9%, 9% x 12% as shown in the chart. Notice that it may be 
folded upright or oblong. 
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8 PAGE UPRIG 


This 8-page piece cuts in all the trimmed page sizes shown in 
the chart, and is equally effective in a folder or a stitched booklet. 
In 4 x 9¥% inch page size it would make a good limited catalogue 
(such as children’s shoes) to enclose with a standard size letter. 








(2 FOLDS) 
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(2 FOLDS) 
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& PAGE UPRIGHT OR OBLONG 


This 8-page piece may be used UPRIGHT in all page sizes shown 

in the chart. It may be used OBLONG in all except 4 x 91% page 

size shown in the chart. The sketches show the UPRIGHT cut 
folded over even and also off-center. 











(3 FoLDs) 








12 PAGE 3 
UPRIGHT OR OBLONG 


This 12-page piece may be used for page sizes 4/2 x 6, 42 x 9, 

or 642 x 92 as shown in the chart. It folds either upright or 

oblong, or may be stitched in a twelve-page bocklet. In the 41 

x 6 page size it will give very generous space as an illustrated 

letter for a special event, using illustrations on inside pages— 
folded and sealed with a sticker for mailing. 





























| 16 
ne T ies PAGE /: 
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(3 FOLDS) 











This 16-page oblong piece may be used in all page sizes as shown 

in the chart, either as a folder or as a stitched booklet. The lay- 

out shown is for one side of the sheet only; the reverse side 
could also be printed if additional space is required. 


We suggest cutting and folding sample dummies to determine 
which shape to use and the size that is best. This plan will also 
help you to avoid having folds through the reading matter. 


If in doubt as to the most practical and economical procedure in 

planning folders and other direct mail matter, consult your printer. 

His experience will be helpful in enabling you to get the best 
results commensurate with the money you have to spend. 
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Here’s a football window with simple and pleasing method of shelf construction for lifting shoes up off the floor. A cut-out silhouette 

figure of a player is mounted on the wall board panel in the center and cut out letters read “For Campus Wear.” This panel supports 

the ends of the shelves as they protrude toward the center of the window. The other ends are supported with three graduated end 
pieces that are very modernistic in effect. Can be built very easily by any cabinet maker. 


Fall Flavor for Shoe Windows 


Use Autumn Color Combinations to Create 
Attractive Displays of the New Season's Styles 


wn is an important factor 
in every window display, and particularly important 
at the beginning of the Fall season, when new colors 
in apparel and footwear make their appearance. Au- 
tumn is the most colorful season of the year in nature 
and the outdoor world, and the bright reds and warm 
browns of the October landscape furnish the inspira- 
tion for colorful backgrounds that will attract atten- 
tion and at the same time serve to make people 
aware of the change in season and remind them of 
the need of Fall footwear. 

Just as the softer pastel tints form the most pleas- 
ing backgrounds for merchandise displays in Spring- 
time and Summer, so do the warm, rich tones of 
brown, tan and red provide the harmonious setting 
needed to show Fall shoes to the best advantage. In 
the important matter of color, one cannot go far 
astray by following nature. In selecting the exact 
colorings to use for Fall windows, it is always safe 





when in doubt to reproduce natural tones, and the 
reds and browns of Autumn foliage will afford the 
most practical guide for colors. 

Again and again in the discussion of window dis- 
plays, we have stressed the point that attention value 
is a vital consideration and that the best way to at- 
tract attention to a shoe window is to make it original 
and different. Above all it should express an idea, 
and not simply be satisfied with an attempt on the part 
of the display man to create a pretty display. The 
most practical way to accomplish the objective is to 
connect every window with some important interest or 
activity that is dominant in the minds of most people 
at this particular time of the year. 

Sports always offer an acceptable theme for win- 
dow treatment. There are particular sports that claim 
the attention of large groups of the population at 
every season of the year, and these sports call for 
particular kinds of apparel and shoes, both for those 














sian 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 9, 1933 





23 





Se ee 7 ee a ee 











The GLORIA 
BLACK SUEDE—Patent Trim 


N 


The INEZ 
™, BLACK OR BROWN SATIN KID 


The DELTA 


BLACK OR BROWN SUEDE The CLASSIC 


BLACK OR BROWN SUEDE 
BLACK OR BROWN SATIN KID 









“Stock \> 


UNBRANDED 
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To Retail at 
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A clever use of cut-out pumpkin as a center piece in your window combined with the phrase “Autumn Shoes that are Some Pumpkins.’ 

Cover pumpkin panel in yellow felt or paint it yellow. Use black letters. Actual pumpkins, small enough in size to serve as fixtures on 

which to show a pair of shoes, can be grouped attractively throughout the window. We show a simple platform and shelf treatment 
combined with two background panels as the basic foundation for this setting. 


who take part in the game and those whose interest 
is that of the onlooker. So the sport window offers 
abundant opportunity for the featuring of season- 
able merchandise of the kind that produces extra 
pair sales. It has also the important advantage of 
affording wide opportunity for dramatic, human inter- 
est treatment, full of life and action, and these are 
vital elements of attention value that can be used to 
attract notice and make customers stop, look and buy. 


: ootball is the major sport 
of the Fall season and the game that interests the 
greatest number of people from the beginning of 
October until after Thanksgiving. It attracts thou- 
sands upon thousands of people to local and sectional 
contests all over the country. It is characteristically a 
well dressed sport, in that the spectators are smartly 
attired and therefore interested in fashionable ap- 
parel and footwear. Moreover it has the collegiate 
flavor that tends to make the football window a ve- 
hicle for the exploitation of all sorts of campus and 
collegiate styles, as well as outdoor fashions for the 
smartly dressed folk who attend the games. There- 
fore one or more good football windows in October 
and early November will have a very wide appeal, 
both to the college crowd and the public generally. 





This week we present a suggestion for a football 
window background designed especially for use early 
in the season, when the college man and the college 
girl will be in the market for new shoes. Construc- 
tion details are given in the caption and it is suggested 
that this window be followed up later in the season 
with another football display, presenting a broader 
appeal to the general public that attends the games. 
In this particular display the objective is primarily to 
sell the college group of customers and the younger 
set who are influenced by college styles. 

The second display suggestion presented herewith 
is of general Autumn interest, the pumpkins convey- 
ing the Fall idea and tying in with the caption in the 
background. It is an attractive idea that can be 
reproduced at moderate cost and provides abundant 
opportunity for showing an assortment of the new 
Fall styles. 

Effective display cards will, of course, add greatly 
to the appearance and selling power of these windows. 
Such cards can be developed by the individual store 
and hand lettered by the display man, or the store 
can make use of display cards provided by the manu- 
facturers through their dealer service departments. 
Brief, pointed messages, calling attention to selling 
points of the shoes, form the most effective material 
[TURN TO PAGE 38, PLEASE] 
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: No. 4225—“Milly.” 181 last, 19/8 heel. 
Made of Ohio’s Jill Jetta Calf, under- 
lay of gun grey. 

No. 4325—Same in Indies Brown Calf. 


Prices and catalog on request. 


MARSHALL, MEADOWS & STEWART, Inc. 
Manufacturers of Women's Fashion Welts 
AUBURN, NEW YORK 


THE PERFECT STYLE MEDIUM for 
properly interpreting the black mode for fall 
is JILL JETTA. The alert merchant will 
find it interesting to note, on examining 
incoming shoes, that his women’s Fashion 
Welts, Turns, or Compos made of this re- 
markable tannage have three features quick 


to be appreciated by the discriminating 


CALF 


: The finest, most mellow 






customer while being fitted, and should be 
used as selling points at the fitting stool: 


a...A silky lustre surface that gives the 
pattern exquisite style; b... A fine grain 
with a tight break that emphasizes its rich 
quality; c . . . A mellow texture that is 
shape-holding and comfortable to tender 
feet. 


Bint JETTA gives to the decorative art of the Stylist of 


fashion shoes a quality base, so important to the merchant 
who counts upon each pair sold to be favorably commented 
5 upon over a cup of tea or at the bridge table! 


THE OHIO LEATHER COMPANY: GIRARD-OHIO | 
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IT SELLS SHOES! 


Goodyear Wingfoot Sole advertising 
does a job with 30 million men 
and women who want ECONOMY 





t ] Again this Fall, Goodyear is using THE 
SATURDAY EVENING POST — COLLIER’S — and 
LIBERTY to help your sales of shoes. 


Week after week this advertising presents the 
facts which made such a success in the Spring 
season. 


It’s smart to work with a campaign as big, as 
powerful, as straight-to-the-point as this. 


Your customers want longer wear for their 
money — and that’s what they get from shoes 


built with Goodyear Wingfoot Soles. 


WINGFOOT SOLES 
AND HEELS 


When writing advertisers please mention Boot and Shoe Recorder 
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THE EDITORS OUTLOOK 














A Promise of a New Retailing 


F or the first time 
in the history of retailing merchants discovered that 
no branch of retailing is very much different than 
any other branch of retailing and that the common 
function of distribution of merchandise to the public 
can be regulated under a common code. Even the 
drug trade, endeavoring to get a separate code, dis- 
covered that it has so many things in common with 
general retailing that it might well enter the master 
code, reserving to itself one or two minor and pro- 
visional clauses. 

The selling of shoes is not very different from the 
selling of furniture or clothing or dry goods, in those 
fundamental characteristics of showing and serving 
the public, advertising, credits and conditions. The 
only variable in so far as shoes is concerned is the 
semi-professional feature of fitting and altering 
shoes for other than normal feet. 

So we see, at this writing, the possibility of all 
retailing being placed under one master code. We 
are now at the point of patient waiting. The period 
of confabulations in Washington is about over. Cor- 
ridor conversation, secretive or excitive, passes with 
the hearings. The period of obstruction and contra- 
diction is likewise over. Out of Washington will 
come, in a few days, a code which materially changes 
all retailing from this day forth. 

In exchange for giving to the NRA those benefits 
in hours and wages calculated to reduce unemploy- 
ment, retailing as an industry has received the promise 
of correction of certain trade abuses and the possi- 
bility of total elimination of “loss leader’ selling. 
Labor controversies have never been a serious factor 
at retail, so that the fights in the manufacturing fields 
present no companion problem at retail. All retailers 
discovered the same general practices of chiseling, 
sweat shop pricing and sweat shop retailing give way 
to a new sportsmanship at retail calculated to improve 
the possibility for a profit. 

But remember this, the code does not of itself 
supply a retailing heaven. There is much of hell yet 


to be found in retailing through the errors and ag- 
gravations of picking the wrong goods, that will not 
sell at the higher prices. The Government can give 
but little more than the bare outline of a possible 
future Golden Rule for retailing. 

Don’t expect too much in the first code. Don’t even 
expect as much as the first drafts indicate. The mere 
writing of the code is but the beginning of a great 
experiment to establish fair rules of competition. 
Revisions will be made from time to time. In fact, 
if you want the bitter truth, unless 1,175,000 stores, 
employing over 5,000,000 people, do not materially 
reemploy 800,000 more from the ranks of the unem- 
ployed, there will be a revision about Nov. 1 of store 
hours to insure such reemployment. 


New stores will crop up 
and will employ more people. Some businesses may 
have the experience of one live store, which signed 
the Blue Eagle code and discovered that it could 
operate with the addition of only 22 new people, on a 
standing staff of 2100 people. But in the four weeks 
since the signing of that blanket code, because of the 
increased business and the increased buying of people 
(who see in today’s value real profit in public pur- 
chase) that store has increased its employment by 
350 workers. The store owner is only too happy to 
add new people when the volume of his business in- 
creases. Merely adding them, as a gesture of obedi- 
ence to the Blue Eagle, is not particularly satisfying. 
That merchant is tremendously enthusiastic over the 
surge of buying power that has hit his community 
and it is obvious that if the same thing happens na- 
tionally, the NRA, as such, will be a huge success. 

The early months of Fall will tell the story, but 
this thing we can take as a business truth from this 
day forth. Once the retail code is in operation and 
once its trade practice provisions are made law, they 
will be observed and enforced not only for a period 

[TURN TO PAGE 44, PLEASE] 
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A TRADE MARK ESTABLISHED BY NEARLY A 
CENTURY OF SQUARE DEALING CAN MAKE 
MONEY FOR YOU.-Y~X~ 





It is hard to imagine anything in the tool-kit of business 
promising greater benefits to users, than our trade mark 
on the shanks of shoes bottomed with our BENCH BRAND 
sole leather. Branded products have helped build fame and 
fortune for users. The maximum respect of wearers must 
; be won somehow for any line of shoes. How can this be so 








effortless and inexpensively done as by letting wearers Note uniform thickness of this stack of soles. 
| _ know the quality of the shoe’s most essential part through ps padheanitesi oe ‘a — sia 
i use of our mark? by use of Kistler BENCH BRAND sole leather. 


| KISTLER'BENCH BRAND’ 
| SOLE LEATHER 


will give such uniformly satisfactory service that it would 
be perfectly natural for buyers to want to know what 
leather it was. Give the public a lead to a good product and 
they are disposed to repeatedly go for it. Thus directly our 
leather can contribute to the volume of business and profit 
you seek. Therefore we claim—‘“A trade mark established 
by nearly a century of square dealing can make money for 
you.” Now is the time to turn to your advantage what is an 








This chart represents a side 
of leather The part used for 
KISTLER “BENCH BRAND” 


advantage. We will make it easy for you. SOLES is about 13% of the 


whole side. 


KISTLE LEATHER COMPANY 
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The growing girls shoe 
department at Marshall Field and 
Company’s is capitalizing on a one- 
week ping-pong tournament. 

The tournament takes place every 
day from twelve to two on the fourth 
floor bridge which offers ample space 
for promotion affairs. Right off this 
is the boys and girls section which is 
calling attention to shoes suitable for 
ping-pong fans by display cards and 
also by showing a collection of suit- 
able footwear. This includes leather 
play shoes for big boys, yachting ox- 
fords with crepe rubber soles and rub- 
ber soled tennis shoes for girls and 
misses. 

Many ping-pong tables are set up 
in basements on concrete or linoleum 
covered floors which make specialized 
shoes of importance to experts, who 
are liable to lose a championship by 
the slip of a foot, it is pointed out. 

Sixty-four contestants including 
boys and men of all ages from all 
over the city took part in the tourna- 
ment and an enthusiastic audience 
collected daily to watch them. Men 
and women, boys and girls who come 
to the tournament will realize the 
importance of suitable shoes by hav- 
ing their attention called to them 
while their interest in the game is at 
white heat, it is thought here. 

This is a splendid illustration of 
how to grab an idea and capitalize on 
it. The tournament is being put on 
as publicity promotion for the adult 
games department but it was too 
good a chance for the next-door 
neighbor department to lose. 

In the same space, which includes 
a little theater, Saturday shows for 
children are put on. The growing 
girls’ and boys’ shoe department is 





alert to the opportunity that these 
crowds who come to visit the shows 
offer for selling shoes. On these days 
especially attractive displays are set 
out, selections being chosen which 
will attract the eye of the younger 
generation as well as those of the 
accompanying parents. Two weeks 
ago after the regular show was over 
a motion picture presented the 
process of manufacturing shoes, in 
which the small audience showed 
much interest. 





That colored newspaper 
advertising can be had at a cost 
within the reach of the shoe dealer 
having only a limited appropriation 
has been demonstrated by the shoe 
department at the Leader Store in 
Sterling, Colo. 

Most shoe retailers have realized 
that their advertisements could be 
made a great deal more effective 
with color, but the cost has been 
generally considered prohibitive for 
any but national advertisers. It is 
true that full color advertisements 
are too costly for general use, but 
the Leader Store has discovered a 
way of getting the benefit of color 
without the expense involved by a 
complete color job. 

This department recently used a 
novel newspaper advertisement in 
which everything was of the usual 
black and white except an illustra- 
tion of a single shoe. Printed in an 
attractive russet shade, the illustra- 
tion stood out in a striking manner, 
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drawing the eye to the entire ad. The 
single illustration probably made the 
ad more conspicuous than if the 
whole thing had been printed in 
color. 

Since no fine work was to be done, 
such as is necessary in printing letter- 
ing or small objects in color, it was 
possible to employ a comparatively 
inexpensive color process. A regular 
mat was used. 





Shopping of other 
stores is done largely by regular 
salespeople of the Denver May Co. 
shoe departments instead of exclu- 
sively by a general store shopper. 

“Our plan is to have the store 
shopper get general information, and 
then follow up through our own 
salespeople,” buyer Max Lackner ex- 
plained. The plan works out to ex- 
cellent advantage. 

“There are several reasons for 
having our own people do a good 
deal of shopping. One is that they 
can get more definite, specific infor- 
mation than a general store shopper. 
This is only natural because the most 
efficient store shopper can’t have a 
great deal of practical knowledge 
about all lines of merchandise. She 
sees merchandise more from the 
viewpoint of the customer than from 
that of a salesperson. Unless a per- 
son has had a good deal of practical 
experience in selling shoes, it is 
almost impossible for her to observe 
shades of difference in price and 
quality. 
“Another principal advantage of 
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“WEATHERBIRD” Boy’s 
Shoes can be sold by 
their STYLE alone... 


Ei 


MT TiNn 


Back them up with our effective advertising 
program and you'll find that they not only 
sell readily but give quick profits and build a 


repeat business you can’t afford to overlook. WY 


Every style or type that could possibly be 
wanted is included... there gre more than 
40 patterns and in the right price ranges to 
bring quick sales. They're made extra strong 
of all leather over the kind of lasts that boys 
prefer and their outstanding style, fit and 





long wear will add prestige to your store. 


Our salesman will be glad to show you this 
complete line and also explain the com- 
plete “Weatherbird” plan ... just write us. 






WE DO OUR PART 








Pelevis Rance OF INTERNATIONAL SHOE CO... . ST. LOUIS, MO. 
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having our own people visit other 
stores is that they learn more by 
seeing for themselves than by getting 
information second-hand. When a 
salesman actually sees for himself 
that an item is ‘going big’ at a num- 
ber of other stores, he is likely to 
come back and give it more atten- 
tion in his own department. In other 
words, shopping creates enthusiasm 
among salesmen—and there are few 
more valuable assets in selling.” 

Lackner plans to rotate shopping 
work so that every employee has a 
chance to get out at regular inter- 
vals, and so that the tours will not 
be too conspicuous, Other stores are 
shopped on an average of once or 
twice a week. 





, pairs of dial 


type scales such as are seen in food 
markets were used to promote light- 
weight tan shoes by Silverwood’s, 
Inc., Los Angeles’ largest men’s 
store. 

The two pairs of scales were 
placed in the window for six days 
and then in the hat department for 
six days, according to A. K. Rebard, 
promotion manager and secretary of 
the Silverwood’s, Inc. The lighter 
weight shoes were placed on the 
scales with the soles curled to show 
the flexibility and a pair of tan 
shoes with heavier soles were placed 
on the other pair of scales. The posi- 
tions of the indicators showed the 
difference in weight of the two pairs 
of shoes. This applies to men’s shoes 
most particularly. 

In order that the plan might not 
hurt the regular sales of heavier- 
weight shoes the scales were placed 
in the hat department when taken 
from the window, and not placed in 
the shoe department. A front aisle 
position was given them. The tie-up 
between lighter-weight shoes and 
lighter-weight hats of course’ also 
had good psychology behind it. 

“We shall use this plan frequently 
for it brought splendid results,” says 
Mr. Rebard. “and my suggestion is 
that it be used just before men go 
from the heavier shoes to the sport 
shoes. It promotes the right weight 
of shoes to bridge that gap.” 


ER, 


A wrought iron 
grille work section and a low shelf 
enable the La Torra Shoe Co. at 
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Boulder, Colo., to make profitable use 
of the narrow windows on either 
side of the entrance, which in this 
store, just as in many others, had 
until very recently been wholly 
wasted. 

The narrow glass sections are not 
more than a foot and a half or two 
feet wide, and it had seemed imprac- 
tical to use them for display pur- 
poses because it would have been im- 
possible to construct the usual type 
of floor and background without a 
good deal of expense and without 
creating an unsightly arrangement 
inside the store. Under the present 
arrangement, the space can be used 
to best advantage without any of 
these bad features. 

Built out behind the window on 
a level with the fioors in the regular 
windows is a rounded shelf probably 
2 ft. wide. Around the edge of this 
is the wrought-iron grille. Against 
this background, several pairs of 
shoes show up in a very conspicuous 
manner. 

According to manager John F. La 
Torra, this space is particularly val- 
uable for the reason that the aver- 
age person slows down before enter- 
ing the store, and consequently is 
likely to get a plain view of the dis- 
plays in front of him. 





The Hawleys, 
of Pullman, Wash., a college town, 
have recently demonstrated how con- 
vention attending, convention con- 
tacts and other benefits, may be 
turned to maximum value and public 
attention. 

As owners of the Hawley Boot 
Shoppe they visited the Pacific 
Northwest shoe convention. They 
were surely there to benefit the shoe 
wearers of Pullman. So just prior to 
their return to the store, they made 
the following announcement : 


“Here’s good news about Footwear: 


“Mr. and Mrs. Hawley are return- 
ing to Pullman this week, following 
the North Pacific Shoe Dealers Con- 
vention in Portland, Ore., at the Mult- 
nomah Hotel. 

“During this convention they have 
been in contact with leading shoe 
stylists, as there were sixty different 
manufacturers’ lines displayed and dis- 
cussed. 

“Of course the better grades of 
shoes were ordered for the benefit of 
all Pullman and Whitman County, and 
that means this store is better equip- 
ped than ever to give better service to 
all. 

“Hawley’s Boot Shoppe, 
Theatre Bldg., Pullman.” 


Cordova 





' When Ernest J. Smith 


needs some customers for his men’s 
shoe department in the John Wana- 
maker New York Store, he resorts 
to a smart little bit of intensive di- 


rect-mail and phone advertising 
which is a sure fire winner for at 
least 200 pairs of shoes. Like most 
stores, a card file is kept of all pur- 
chases. In this department, however, 
a special list is kept of all those 
men who wear sample sizes, so when 
a good buy comes along of well 
known high-grade shoes, a couple of 
hundred postals, plus a few phone 
calls will cause a couple of hundred 
extra sales to be made right off 
quick, regardless of the weather or 
what have you. A private sale of 
that nature always makes good cus- 
tomers for the store, too, Smith 
finds. 





4d 
A haven for Hard- 


to-fit Feet” is the name given by 
Walk-Over’s Chicago store for the 
new section given over exclusively 
to the special fitting of women’s 
orthopedic shoes. Here, segregated 
from the rest of the shoe department, 
women who have foot troubles may 
enjoy privacy while being fitted. 

“They like privacy,” says R. S. 
Weaver, manager, “and have ex- 
pressed much appreciation for the 
sense of exclusiveness that the new 
section gives them.” 

Interest in these shoes has been 
actively stimulated since the new 
service was put into effect, he says, 
and he believes that trade will be 
doubled here in the next 18 months: 

This house, according to Mr. 
Weaver, maintains a close coopera- 
tion with the foot-specialists and 
chiropodists. The Walk-Over adver- 
tisement carries advice to women 
with foot difficulties to visit a recog- 
nized foot specialist for professional 
advice and treatment and they made 
a point of urging their customers to 
see a doctor at least one a year. In 
addition to this they carry out the 
prescribed formula accurately and 
request any customer sent them to 
return to the doctor for his okeh 
after the shoe is puchased. 

According to this house a closer 
legitimate cooperation between re- 
tailers and foot-specialists should 
result in benefits to all hands around, 
including the customer. 
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“CONGO” 


No. $8231—Brown Kid 
White Underlay 
20/8 Heel 


No.S$7231—Black 
Satin Kid 





“CRESCENT” 


No. $11236—Black Suede 
Pat. Top and Plug 
20/8 Heel 


No. $12236—Brown Suede 
Bronze Pat. Top and Plug 


“Cl RCE” 


No. $8796—Color 74 Br.Kid 
Stitch Imit. Beige Silk 
20/8 Heel 


No. $7796—Black Kid 
Stitch Imit. Gray Silk 





“SANDRIA” 
No. $7906—BiIk. Sat. Kid 











"THE CORRECT DODGE 
FOR ALL OCCASIONS" 





“ONE GOOD TURN 
SELLS ANOTHER" 








\* 


D bob ss EG nc 


NEWBURYPORT, MASSACHUSETTS 

















Stitch Imit Gray Silk 


17/8 Heel 


No. $8906—Color 74 Br.Kid 
Stitch Imit. Beige Silk 





This chart Indicates the sizes and widths 
available on in-stock numbers. 


IN-STOCK IN-STOCK 


PATTERNS OPERA STYLES 
* * 


$sB-45 $sB-40 


5% 30 days 5% 30 days 
Additional charge of 25 Additional charge of 25 
cents less than three cents less than three 
pairs. pairs. 


GENUINE HAND 
TURNS 


Women are seeking relief from the cheap, non-flexing, non- 
breathing types of shoes by turning to turn footwear. 


Show your customers a real return to better times by 
offering them these real examples of fine hand turn shoe- 
making. 


Write now for a copy of our stock booklet detailing com- 
pletely the 28 styles of new and staple models we are 
carrying on the floor for immediate shipment. 
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“LORINA” “PRESTO” 
No. $11533—Black Suede $0333—White Crepe 
Medium Round Toe Last Medium Round Toe Last 
20/8 Heel 20/8 Heel 
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Favors Work Week Differential 


National Council of Shoe Retailers Contends Maxi- 
mum Should Be Based on Hours of Store Operation 


The brief filed by the National Coun- 
cil of Shoe Retailers with the N.R.A. 
at Washington emphasized the follow- 
ing points: 

“1, The National Council of Shoe Re- 
tailers objects to any set hours of maxi- 
mum employment for salesmen, apply- 
ing equally to long-hour and short-hour 
retail stores, and urges a differential of 
maximum hours of employment of 
salesmen dependent upon the hours of 
store operations. 

“2. The National Council of Shoe Re- 
tailers, Inc., urges that it be given 
powers fully coordinate with those of 
the National Shoe Retailers Association 


with respect to any supervisory board, | 


or any other matters affecting the re- 
tail shoe trade or shoe retailers as a 
whole. 


Shoes a Specialized Service 


“3. Objection is made to one‘code for 
all retail groups, and a master or 
identic codes are recommended for re- 
tail trades, fixing minimum wages and 
maximum hours of employment and 
permitting each retail trade to submit 
its own code conforming to such re- 
quirements. 


“4. While desiring to conform imme- | 


diately to such a code as may be 
agreed upon, the National Council sub- 
mits at this time that the group sub- 
mitting this as a whole is not repre- 
sentative of the retail trade as a whole, 
and that the National Shoe Retailers 
Association is not representative of the 
shoe trade as a whole. 

“Shoes are sold at retail primarily 
through stores, department stores and 
mail order houses, with some additional 
sales being made through general mer- 
chandise stores, etc. 

“The last available figures of the 
1930 census give total sales of $1,217,- 
981,929. Of this $733,800,000, or ap- 
proximately 58 per cent. is done 
through retail stores (excluding de- 
partment stores, mail order houses, 
family clothing stores, etc.). This 
group, in addition, sells approximately 
73 million dollars of incidental mer- 
chandise, making its total annual sales 
—? approximately 800 million dol- 
ars. 

“This group of retail shoe stores is a 
specialized trade, and it is to that group 
alone that the following figures are ad- 
dressed, and on whose behalf these con- 
siderations are being urged: 

“A. The first consideration applying 
to these stores is that the average unit 
of employment of men is very low. 


Employment in Shoe Stores 


“The 1930 census indicates 24,259 re- 
tail shoe stores employing 48,816 full- 
time employees and 17,795 part-time 
employees. This is an average of ap- 
proximately two full-time employees 
and one part-time employee per store. 
Since the part-time employees are gen- 
erally employed on Saturday cer 
noons and not throughout the week, 


| personnel of these stores throughout 
| the week is two persons. 

“It is accepted that there are gen- 
erally more employees per store in the 
| centrally located short-hour stores than 

in the long-hour ‘neighborhood stores,’ 
| so that the average for these long-hour 
| stores throughout the country as a 
whole is two employees. 

“B. The second important considera- 
tion applying to this group is that its 
personnel per unit is now practically 
the same as that during the peak of 

| prosperity, and comparatively little un- 
| employment is apportionable to it. 


Employment Through Depression 


“Despite changes from prosperity to 

depression, the average number of men 
employed in these stores remains con- 
| stant. A shoe store which employs two 
| men in good times continues to employ 
| two men in bad times. 
| “A questionnaire compiled from 
|groups of shoe stores, including many 
| units having large personnel, shows 
'the following averages of men em- 
| ployed per units: 


| “These figures include long and short 
| hour stores. 
| _ “The average employed per unit of 
these stores being substantially above 
'the average for all retail stores, they 
| would be subject to the greatest fluctua- 
| tion between periods of prosperity and 
| depression, since the store employing 
many men can stagger or discharge its 
|help with greater ease than the store 
| employing few men. 
| “The showing here, however, of pres- 
ent employment per unit up to the peak 
| of employment in the shoe trade clearly 
demonstrates the fact that personnel 
has been kept up to peak. 

“The record of a specific chain se- 
| lected because it employs a high aver- 
| age of men per unit running up to as 

many as 19 salespersons per store, and 

| consequently one which should indicate 
ithe greatest drop in employment be- 
tween peak times and depression peri- 
ods shows, on the contrary, out of 73 
stores, an increase in employment of 
salesmen between the period of July, 
1929, and July, 1933. The total sales- 
men employment in 1929 of the stores 
was 352, and of 1933 is 362. 

“The necessities of the retail shoe 
business compel the retention of equiva- 
lent personnel. The sale of shoes in- 
cludes a service. It is not comparable 
to the sale of many retail commodities 








this means in general that the average 


where a purchaser walks into a store, 
orders what he wants and promptly re- 
ceives it; but each shoe sale involves 
generally quite a length of time of the 
salesmen in trying on shoes, and in 
procuring for the customer the style, 
size and quality shoe desired. 

“The necessity of long hour opera- 
tion demands a certain minimum of 
salesmen, which minimum is usually, 





nevertheless, sufficient to care for the 
maximum volume of business. 


Peaks of Employment 


“The sales during the day are not 
continuous, but occur intermittently, 
certain periods being busy, others be- 
ing slack. During the busy periods, the 
time of all of the salesmen is required. 
So that this consideration among others 
has compiled the keeping up of the 
average number of salesmen employed 
per unit. : 

“An analysis of the figures available 
and a general knowledge of the retail 
shoe trade justifies the statement that 
there is probably not more than 2 or 3 
per cent of unemployment of shoe sales- 
men coming from the long hour retail 
shoe store, which in general are those 
having the smallest personnel. 


Sources of Unemployment 


“Any degree of unemployment exist- 
ing in the shoe trade comes from: 

“1, The large units selling shoes at 
retail, not included within this 58 per 
cent group of retail stores. 

“2. Reduction of personnel in the 
more centrally located and short-hour 
large specialty stores (which are only 
a comparatively small proportion of 
the total retail shoe stores). 

“C, The continuance of long hours 
of store operation for a sector of retail 
shoe stores is a general business eco- 
nomic necessity. 

“It is believed that the unemploy- 
ment of the retail shoe store group by 
itself is today up to the normal of 1926 
and probably less than 5 per cent from 
the peak of 1929. 

“The average hours for the small 
retail shoe store are from 70 to 80 
hours per week. These hours have been 
established for the retail trade as a 
whole, because of the buying habits of 
the people and the type of store unit 
which it requires for profitable opera- 
tion. Store hours are final indices re- 
flecting on a whole set of pertinent and 
controlling conditions. An analysis of 
total sales in such long-hour stores 
from figures submitted to the national 
council indicated the following: 


Percentage 

No. of of Sales Aver- 

Hours Made age No. 
No. of Open After Men per 
Stores Weekly 5 p.m. Store 
— Pare 80 50 &% 2.4 
| Rees: 70-80 57.50% 3 
Say: 78 75 GY 2 
BP ocr hetaid 73 70 &% 4 
Oe 78 49.6 % 3.9 
Re .sescaee 86 65 &% 3 


Neighborhood Distribution 


“Stores included in the above groups 
are located in various types of neigh- 
borhoods in about fifteen (15) States 
selling stores at various price ranges. 
They have not been arbitrarily selected, 
but these figures are compiled from the 
total statistics which were made avail- 
able for this type of information. The 
variety of tyves of stores and of States 
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SACI a ws cate Hs BUA AS 


Niles Seaenleneniaeate & 


Adair Series 


sin bate is eDiets 


SASS SAD ak Dk: ANE TEL Li Sab Bae Sa 


No. 243—Grey Ooze Calf. 

No. 244—Black Ooze Calf. 

No. 246—Brown Ooze Calf. 

Three Eyelet Blucher Oxford, 13 last, 1644/8 

Covered Continental heel. Cement Process. 

AAA to B. $4.20 

a 243—Glen; 244—Gannett; 246—Lime- 
n. 








he 282—Black Suede. 

No. 283—Brown Suede. 
4 Side Buckle Loop Strap, 20 last, 18/8 Louis 
4 heel, ‘(scuff-proof on black; covered on brown), 
leather top. ane Process. 
AAA to B. _ $4. 
Code: 282-Chapel; 283—Lake 





ee tic 





ie s 

q No. 2398—Black Ooze calf. 

4 Four Eyelet Bluecher Oxford, 313 last, 14/8 
4 ooze covered Cudan heel. Goodyear Welt. 


AAA to EEE (No EE). $4.50 
Code: Grimes 





MY FEET HURT SO! 
I'M SIMPLY DEAD! 






MINE DON'T ANYMORE -1 WEAR 
WILBUR COON SHOES NOW 





No. 2358—Black Ooze Calf. 
No. 2359—Brown Ooze Calf. 


Six Eyelet 


Blucher Oxford, 362 last, 


15/8 scuff-proof wood Cuban heel. 
Goodyear Welt. 
AAA to EEE (No EE). $4.50 


Code: 





Suedes 


No. 2375—Black Suede. 

Side Buckle T Strap, 10 last, 16/8 covere«l 
Cortinental Heel. Goodyear Welt. 

AAAA to D & EE. $4.50 


Code: Conesus. 


Sizes 


31% to 11, AAAA to EEE 


W. B. COON CO. 


37 Canal St. 
ROCHESTER, N. Y. 





New York Office 
520 Marbridge Bldg. 
47 W. 34th St, 
Chicago Office: 
506 Security Bldg. 
189 W. Madison St. 


WillurCoon Shoes 


..+ They're all 


2358—Ring; 2359—Kolb. 






No. 304—Grey Suede. 
No. 305—Brown Suede. 
No. 306—Black Suede. 
Stitched Opera Pump, 13 last, 1642/8 covered 
Louis heel, a aioe top. Cement Process. 
to 


Code: 304—Woods ; 305—Perfection; 306— 
Ideal. 





No. 2372—Black Suede. 

Side Buckle One-strap, 362 last, 15/8 covered 
Cuban heel, Goodyear Welt. 

AAA to EEE (No EE). $4.50. 

Code: Bank. 





No. 1547—Blarck Suede. 

No. 1548—Brown Suede. 
Four Eyelet Blucher Oxford, 609 last, Genuine 
Alligator Trim. 16/8 Covered Continental heel. 
Goodyear Welt. 

AAAA to EEE (No EE). $5.80. 
Code: 1547—Carthage; 1548—Hammock. 
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Favors Work Week Ditiorential 


[CONTINUED FROM PAGE 34] 


from which this information is com- 
piled should make it fairly representa- 
tive of the actual conditions obtaining. 
These figures indicate an average over 
50 per cent for sales after 5 p. m. It 
is believed, however, that the average 
of all such stores would be nearer 50 
per cent. If deprived of their evening 
hours, these stores obviously could not 
operate profitably. The time between 
8 a. m. and 5 p. m. is equally necessary 
in these stores to secure the 50 per cent 
necessary to their continued profitable 
operation. Furthermore the store must 
be open during these hours of the 
average work day as a possible service 
to customers, as failure to give this 
service would probably result not only 
in the loss of immediate customers, but 
in the gradual loss of good will of 
permanent customers upon which type 
of business such stores are largely de- 
pendent. ; 
“Further, it is believed that having 
retail stores open for business as long 
as possible within reasonable limita- 
tions is in line with the policy of the 
Administration, as it provides oppor- 
tunity for the distribution of products 
and for greater employment of help. 
Before proceeding to the analysis of the 
effect of 40 hours and 48 hours, maxi- 
mum hours of employment, upon the 
retail shoe stores, it is well again to 
state the following considerations: 


Employment and Salaries 


“(1) The average personnel of the 
long hour stores is two or less, full 
time employees. 

“(2) There is a negligible percentage 
of wae dongs obtaining within this 
group of long hour stores which are 
practically up to peak time employ- 
ment. 

“(3) Salaries within this group are 
high and generally above present mini- 
mums. 

“(This fact is well known and needs 
no support.) 

“(4) Having in mind this considera- 
tion of this retail trade group and hav- 
ing in mind that they are in direct 
competition with department stores and 
mail order houses, and that long hour 
and neighborhood stores are dependent 
upon iden of trade throughout the en- 
tire period of store business for their 
profitable existence, we proceed to the 
following analysis of a proper work- 
week: 

“The long hour shoe stores require a 
standard of employment based on a 
longer work-week than the basic week 
set for centrally located short hour 
stores. 

“The average hours of employment 
of salesmen in the neighborhood or long 
hour stores today are about 60 or 62 
hours per week. Reduced to its simplest 
terms, if the long hour store now op- 
erating with two men must take on 
one additional man, because of reduced 
hours or work, it is increasing its per- 
sonnel by 50 per cent. This is not a 
mere theory. Our own experience in 
the long hour stores of our group hav- 
ing two men, since the voluntary adop- 
tion by us of the President’s agreement 
pending the fixing of our own code, 
shows an actual increase of 30 per cent 
employment in the long hour stores 
previously employing only two men. 





The hours of employment of many de- 
partment stores are 40 hours or less 
during the Summer months, and 45 to 
48 hours during the Winter season. 


Department Store Conditions 


“There are, of course, department 
stores and so-called neighborhood de- 
partment stores whose hours of opera- 
tion may run up to 52, but in general, 
the centrally located department stores 
in large cities have limited hours of 
store operation. Such a department 
store selling shoes generally has a sin- 
gle department employing a large num- 
ber of men, and even though reducing 
the work-week of its employees to 40 
hours, can continue to operate with 
practically no increase of employment. 
These figures, while indicating merely 
the average of all stores, do not take 
into account the segregation of the long 
and short hour stores which are sepa- 
rated and set forth hereinafter. 

“With respect to 40-hour week, 
analysis of the long hour stores shows 
that the increase in selling cost (sal- 
aries) operating over 72 hours prac- 
tically doubles the percentage of stores 
operating in the neighborhood of 60 
hours. Taking the figures of a general 
group previously referred to which has 
a high personnel running up to 19 men 
per store, and which is again referred 
to because its figures are most con- 
servative to indicate the problem, they 
show the following: 


Cost of Work Reduction 


“This group has stores operating 
from 62 hours to 86 hours. While the 
percentage of additional salesmen is 
not as great in these stores as in the 
stores having only two or three sales- 
men, the comparative proportions 
found are also to apply to smaller units. 
This group operating stores varying 
from 62 to 86 hours per week of store 
operation shows an increase of 15.1 per 
cent for the 62-hour stores to be re- 
duced to a 40-hour week, and a 30.41 
per cent increase for the 86-hour stores. 
The work week in the 62-hour stores 
for this group was 56 hours, and in 
the 86-hour stores, 62 hours. These fig- 
ures show a proportion of 2 to 1 in- 
crease in selling as between the two ex- 
tremes of the long-hour group. 

“A compilation of similar figures for 
three other stores shows the same pro- 
portion in reducing the work week to 
40 hours as follows: 102 stores averag- 
ing 2% men show 17 per cent increase 
in selling cost for 65-hour stores, 36 
per cent increase for 80-hour stores, 
123 stores averaging two men in 60- 
hour stores show a 25 per cent increase, 
and averaging 3 men in 72-hour stores 
a 40 per cent increase: 43 stores aver- 
aging 5 men show a 10 per cent in- 
crease in 55-hour stores, and a 33 per 
cent increase in 73-hour stores. 

“These groups cover stores operated 
in different States in different types of 
neighborhoods covering different price 
ranges, and, therefore, should set up a 

“Fair average principle. These fig- 
ures clearly indicate two things: 

“(1) That the longer the hours of 
store operation, the more costly it is 
to reduce maximum hours of employ- 
ment; and 
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“(2) That the less people who are 
employed per unit, the more costly it is 
to reduce the work. 


Competitive Disadvantages 


“Upon this basis, therefore, the long 
hour stores whose average employees 
are only two, and whose hours of op- 
eration are in the neighborhood of 72, 
will be at tremendous competitive dis- 
advantage in accepting the identical 
maximum work week of a store cen- 
trally located now operating under 
short store hours and employing a large 
personnel in the shoe department. It 
needs no analysis to observe that the 
comparative relation between the 72- 
hour stores and 48-hour stores will be 
much greater, to the disadvantage of 
the long hour store, than is indicated 
by the above comparisons. 

“These figures indicate the utter im- 
possibility of having these stores con- 
tinue to operate with such increased 
selling cost and indicate the unfairness 
of bringing all stores down to the same 
maximum hours of employment. The 
store which now operates 48 or 50 
hours and employs 10 salesmen can re- 
duce the hours of employment of its 
salesmen to 40 with practically no in- 
crease in personnel and without any 
increase in selling costs based upon 
this item. The two-man long hour store 
on the other hand faces the tremendous 
increase in selling cost indicated. 

“The reduction of present hours of 
employment of salesmen in these long 
hour stores to 48 hours would be im- 
posing the maximum burden upon these 
retail stores, beyond which they could 
not successfully continue to operate. 
Even with a 48-hour week, the figures 
indicate a very substantial increase of 
personnel of such stores. Figures com- 
piled for increase of employment, based 
upon a maximum work week of 48 
hours of all of the retail shoe stores, re- 
gardless of the number of hours of op- 
eration, indicate the following: 


MUTI, Beso. foo w-45i n oo soa Hace 20 0/0 
Rae MINI 55-0 9\co gtd. od arial 20 0/0 
J Re ero 10 0/0 
a ND 6s ak Sivacce eee eae 21 0/0 
Te NEE O66 S656 Ss oa ee Ke 20 0/0 
I 6 cscalale'eraco' a5, Rea Mate aoe 15 0/0 
e555 h20 6s shee oa eas 25 0/0 
cy te?” ee eer ral ae 15 1/2 
ED BONS 6600554008 sae nes 10 0/0 
We IID. 6 5<6-b cain om pacer aes 27 0/0 


Single Work Week Opposed 


“It follows that the average for the 
group of longest hours within those 
average groups will be well above the 
maximum figures shown there, and that 
the average for increase of employ- 
ment of such stores based upon a 48 
hour week should be between 30 and 
50 per cent. 

“How far the retail shoe trade can 
stand this burden and still meet com- 
petition is a question which time alone 
will tell. 

“Tt is clear, however, that to impose 
any greater burden upon it would bring 
about, not increased employment, but 
increased unemployment, since it would 
compel many of the smaller retail shops 
to go out of business. 

“These figures further indicate that 
the solution of the problem does not 
lie in fixing a maximum work week to 
apply to the retail trade as a whole, 
but only in fixing a maximum work 
week which allows a variation in the 
maximum hours of employment in re- 
tail stores having different hours of op- 





eration. 
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MAKE HER 
SCHOOL HOURS 


HOURS OF COMFORT 


Cetastic provides the shoe of the school 
girl with the same muscle-relaxing toe com- 
fort that she enjoyed in her comfortable sport 
shoes during vacation hours —a comfort that 
will keep her mind on her studies. There are 
no loose linings to hurt the toes, for this fusing 
box insures a smooth, wrinkle-proof toe. Since 
the Junior Miss insists upon the same details 
that give comfort and style to adult footwear 
be sure her shoes are equipped with Celastic 


—The Quality Box Toe. 


4 
a 
i 


be tae oI RSE, 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 
WC 
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Touchdowns in Tailored Shoes 


[CONTINUED FROM PAGE 17] 


between plush and velvet. In the one 
the fibres are long and sturdy. In the 
other they are short and delicate. Serv- 
ice calf isn’t meant to be cleaned. It 
can be brushed, and the more it is 
brushed and knocked about the more 
interesting the surface gets! The peo- 
ple who know like their service calf to 
look well cowlicked! Service calf, sold 
right, makes an ideal campus and foot- 
ball season shoe. 

Shoe salesmen are also finding less 
and less resistance to the all-leather 
heel in tailored types. Women and girls 
who drive their own cars realize it is 
the only satisfactory heel to ride a 
clutch with! Every year, moreover, 
with new processes in manufacture, the 
leather heel becomes lighter in weight 
and more graceful in outline. 

The shoe with a real man’s heel has 
a part to play in this Fall fashion pic- 
ture. A few serious sportswomen who 
wear English clothes are wearing 
typical English shoes, built on low lines, 
very much like a man’s shoe. The roll- 
er skating and bicycle fad has in- 
creased the interest in these flatter 
types. The last shoe on the left-hand 
page shows what we mean. It is some- 
thing that a store with a smart clientele 
should look into . . . and show for a 
show-piece, if not for volume. 

In colors the headline is dark brown. 
The embossed leathers give a two-tone 
brown effect while the russets and 
Bourbon shades are shown in some of 
the calf skin shoes. In the higher heels 
a few eel gray suedes and the staple 
black. 

* * * 

As a background to shoe selling and 
as possible suggestion for displays, here 
are some of the high points of the 
tailored clothes that will be worn this 
Fall. 

Tweeds in misses’ coats are usually 
neutral in color with bright flecks run- 
ning through them. Accessories pick up 
the bright spots in these woolen 
weaves. Picture a mandarin red sweat- 
er, for instance, worn with a _ red- 
flecked neutral tweed. Last year’s 
sweaters and blouses were dark colored. 
This year they are bright or light and 
even white sweaters will sometimes be 
seen. 

The typically new sports coat is 
called the “Balmacaan.” This is a 
classic Scotch coat that buttons up to 
the neck like a man’s rain coat and 
swings free from the shoulders. The 
high built oxford or ghillie is very logi- 
cal in line with this type of sports coat. 
Very logical, too, in its Scotch origin! 

In woolens, soft rabbit’s hair mate- 
rials are outstanding. Tie silks are the 
new note in trimmings for woolen 


dresses. Tailored silks suggest woolens 
in their weaves, with ribs featured. 
Odd, off shades are good in dresses, 
particularly olive greens, rust and ma- 
hogany reds. 


Bright pansy blue com- 





bined with very dary brown is a radi- 
cally different color combination..Grays 
are unusually prominent for this time 
of year, though they are more impor- 
tant in street clothes than in sports 
things. 

Shoulders are still square but sleeves 
are not so exaggerated. There is still a 
suggestion of the “finny” details first 
launched by Schiaparelli. Sports skirts 
are straight and often pleated. Sweat- 
ers almost always come in pairs or 
“Twin Sets,” as they are called, con- 
sisting of slip-on and matching cardi- 
gan. 





Fall Flavor for Shoe Windows 
[CONTINUED FROM PAGE 24] 


for display card use, and these mes- 
sages can be gathered from the adver- 
tising material of the manufacturer or 
written by the advertising man who 
handles the store’s copy. 

The placing of display cards in the 
window so that they will be seen to the 
best possible advantage is always some- 
thing of a problem, and this problem 
has been solved in a most satisfactory 
way by the use of a new type of com- 
bination name plate and display card 
holder which is now available and in 
use in a number of stores. The name 
of the store appears on the base of the 
holder in bright, polished aluminum 
letters, with a background of black 
enamel. An upright holds the card in 
position and prevents it from becom- 
ing bent or from toppling over in the 
window. 

Many communities have expositions 
or county fairs in late September and 
early October and these events can be 
featured in an effective way in window 
displays that will have a wide local 
interest. Trophies offered to the win- 
ners in the various prize contests con- 
nected with these gatherings can often 
be obtained for display purposes, and 
such a showing will cause people to 
stop and look at the windows. If there 
is horse racing in connection with the 
fair, it will be an excellent opportunity 
for the shoe store to display its riding 
boots and thus create an increased in- 
terest in the correct footwear for this 
increasingly popular sport. 

Fall is a season when most people 
are in the mood to think of new shoes 
and when there is an increased interest 
in windows that display the new styles. 
People spend more of their time in 
town as the weather becomes cooler, 
instead of hurrying to the country or 
suburbs at every opportunity. Window 
shopping becomes a more popular diver- 
sion, especially in the evening when the 
streets are thronged with theater- 
goers. This Fall, especially, there will 
be an augmented interest in what is on 
display in the windows, because of the 
natural curiosity to see where prices 
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are going after all the newspaper talk 
of higher price levels. Therefore every 
shoe store should endeavor to make the 
most of its available window display 
space and to derive the maximum of 
value therefrom by presenting displays 
that are attractive enough to cause peo- 
ple to look at the shoes. That is the 
first objective for any window display. 
The other and more important objective 
is to put enough sales appeal into every; 
window to bring the customers into the 
store and give salesmen a chance. 





The Crime of Misfitting 
[CONTINUED FROM PAGE 19] 


if he understood how to fit a high grade 
line of children’s shoes. He promptly 
said “yes, sir.” When I asked him what 
experience he had he said he sold a 
high grade line of men’s pants and 
that if he could do that he could sell 
shoes. 

Something that has hurt the shoe 
trade more than anything else is pay- 
ing salesmen a commission. Now right 
here and there, that makes a salesman 
crooked, for if he thinks he can shade 
a size or so, he will do it and you can- 
not blame him. There should be trained 
men and women in a store selling shoes. 
They should have a decent salary paid 
them so that they can live and if they 
are real shoemen they will earn all that 
is paid them and more too. 

Another thing that gets my goat— 
where do some of these so called shoe 
manufacturers, shoe designers get their 
ideas of children’s shoes? I’ll bet a 
Zulu that never saw a shoe could do 
better. I don’t see how some of these 
manufacturers stay in business. There 
is no more fit to the shoes they turn 
out than the shoe box itself. If some 
of these shoe manufacturers had to 
wear the same kind of shoes they make 
for about five minutes, every day, I bet 
inside of a week they’d soon change 
their whole line or quit. 

Can you imagine a person going to 
the doctor and saying, “I am sick and 
I want something cheap to help me get 
well.” Of course they won’t. Yet 
these same people will come in here 
and ask for a pair of children’s cheap 
shoes for play and then in the next 
breath they will say they will prob- 
ably buy something nice for dress. This 
should be just the other way round be- 
cause a growing active child’s foot 
needs shoes that fit perfectly so that 
they may have true poise and balance. 

I hope to see the day when shoe 
stores will be run on the same profes- 
sional basis as a high grade doctor runs 
his business. I have tried to use this 
method as far as I could and still run 
this store as a shoe store. I sincerely 
believe that this can be worked on a 
basis so that there would be a real 
volume of business. 

This is our eighth year in business 
and we are yet to know what red ink 
is for. The real reason for this is be- 
cause we have always run our store 
on a professional basis as near as we 
possibly could and fitted our customers 
just as they should be fitted. 
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THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguishea 


for grace and flexibility, is made on 





standard UAC equipment. 





The insole can be 


FULL or SKELETON 


(for added flexibility). 
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The outsole may be attached by chain 


stitch, lock stitch, or by cement. 
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PROGRESS OF THE SHOE CODES 








Code Hearing on Shoe Manu- 
facturing Sept. 12 


WASHINGTON, D. C.—National Ad- 
ministrator Hugh S. Johnson has 
scheduled the public hearing on the 
code of fair competition proposed for 
the boot and shoe manufacturing in- 
dustry to begin Sept. 12, in the May- 
flower Hotel, Washington, D. C. Dep- 
uty Administrator C. C. Williams will 
conduct the hearing. Rewritten fre- 
quently during more than a month of 
negotiations, this proposed code leaves 
several points of controversy to be set- 
tled after the hearing. 

Approximately 170,000 employees 
throughout the country are affected by 
the code, which, sponsored by the Na- 
tional Boot and Shoe Manufacturers 
Association, proposes an average 40- 
hour maximum work week with a pro- 
vision that “during any eight weeks of 
a six months’ period employees may 
work not more than 45 hours per week.” 

The foregoing maximum hours of 
labor do not apply to outside salesmen, 
watchmen, firemen, cleaners and em- 
ployees in a managerial or executive 
capacity who receive more than $35.00 
per week. Male employees shall not be 
paid less than 37%4c. per hour or fe- 
male help less than 32%c. per hour in 
any city over 250,000 population; nor 
male employees less than 36%c. per 
hour or female employees less than 
31%4c. per hour in any city over 20,000 
population; nor male employees less 
than 35c. per hour or female employees 
less than 30c. per hour in cities or 
towns of less than 20,000 population; 


per hour for males and 30c. for females 
shall apply to all cities and towns re- 
gardless of size, in the following 
States: Virginia, West Virginia, North 
Carolina, South Carolina, Georgia, 
Florida, Kentucky, Tennessee, Ala- 





bama, Mississippi, Louisiana, Arkan- 


sas, Oklahoma and Texas. There shall 
be no discrimination in wages by rea- 
son of sex, and where in any case 
women do substantially the same work, 
or perform substantially the same 
duties as men, they shall receive the 
same rate of wages. 

In the main, the code of fair com- 
petition for the boot and shoe manu- 
facturing industry, as published in the 
Boot AND SHOE REcoRDER of Aug. 5, 








NATIONAL RECOVERY 
ADMINISTRATION 


Official Notice of Hearing 
The Boot and Shoe Manufacturing Industry 


The above industry, as represented by the 
National Boot and Shoe Manufacturing Associa- 
tion claiming to represent 70 per cent of the 
industry, has submitted a proposed Basic Code 
of Fair Competition, copies of which are avail- 
able at the office of the National Recovery 
Administration, Room 3316, Department of 
Commerce, Washington, D. C. 

The code for the Boot and Shoe Manufactur- 
ing Industry in its present form merely reflects 
the proposal of the above mentioned industry, 
and none of the provisions contained therein are 
to be regarded as having received the approval 
of the National Recovery Administration as 
applying to this industry. 

NOTICE IS HEREBY GIVEN that a Public 
Hearing on this Code will be conducted by the 
Administrator, beginning at 10 A.M., Tuesday, 
September 12, 1933, in the Ballroom of the 
Mayflower Hotel, Washington, D. C., and con- 
tinuing until completed. An opportunity to be 
heard (either in person or by duly appointed 
representative either by appearance or by send- 
ing a written or telegraphic statement) will be 
given to persons or groups who can show a sub- 
stantial interest as workers, employers, con- 
sumers or otherwise, in the effect of any provi- 
sion of the proposed code. 


General Hugh S. Johnson, 
Administrator. 
C. C. Williams, 
Deputy Administrator. 














page 26, forms the basis for the new 
proposed code, with the addition of two 
significant paragraphs. 

Article IV— Employer - Employees 
Relationships. 

Section 1.—In so far as consistent 
with the foregoing provisions, employ- 
ers and employee relations and the se- 
lection, retention and advancement of 
employees shall be on the basis of 
individual merit without regard to their 
affiliation or non-affiliation with any 
labor or other organization. 

Under Article VIII—Trade Regula- 
tions. 

Section 6.—Style shows, shoe fairs 
and exhibitions have been found to be 
numerous and costly to the industry. 
Participation by paying a fee to the 
sponsors or promoters of such affairs 
shall constitute a violation of this code, 
except meeting in St. Louis in January, 
1934, and exhibitions under the direc- 
tion of the National Boot and Shoe 
Manufacturers Association with no ob- 
ligation on the part of any manufac- 
turer to participate. Nothing con- 
tained in this paragraph shall be con- 
strued as preventing regional meetings 
or conventions where no fees to the 
manufacturers are,charged or contri- 
butions received from them. This sec- 
tion shall not be evaded by provisions 
for associate or sustaining member- 
ships, advertising in programs, or in 
any other manner whatsoever. 





Master Retail Code Soon 


WASHINGTON, D. C.—There are pos- 
sibilities that a master retail code will 
be ready for the President’s signature 
on Sept. 12. The Administration is 
making efforts to bring the drug trade 
and other specialty trades under the 
master code covering furniture, hard- 
ware, mail order houses, clothiers and 
furnishers, dry goods, variety (5 and 
10c stores) and shoe retailers, thus pro- 
viding one horizontal code applicable 
to all retailing other than food stores. 
Committees from the various associa- 

[TURN TO PAGE 43, PLEASE] 
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Incorporate Elam’s Pre-Welt 
Shoes into your fall stock. It 
will mean new profits and 
added prestige. 


F. S. ELAM SHOE CO. 


See Our Line at N. Y. Office 


As a distributor, you 


salers everywhere. 


M. E. FINNERTY, Sales Manager 


ELAMS 
he Welt Show 
for Children (sizes 2 to 8) 


sales and increase profits. 
this nationally known line of fine children's shoes. 


The exceptional quality and value of Elam's Pre-Welt 
Shoes is proved by the fact that they are featured by 
leading department stores, mail order houses and whole- 


Quick turnover and steady resales are guaranteed for the 
merchant by the excellent reputation, the comfort, and 
the durability of Elam's Pre-Welt Shoes. 


176 NORTH WATER ST., ROCHESTER, N. Y. 
439 Marbridge Bldg. 


want an opportunity to build up 
You can do that now with 
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Lord Tanning Co. Claims 
Diamond Championship 


BostoNn—A heated controversy is be- 
ing waged in the leather industry. The 
code is in no way involved, which will 
be a relief to many who pine for the 
sight of more and better battlers doing 
their stuff simultaneously in several-dif- 
ferent arenas. 

Early in August, an energetic en- 
thusiast released a statement to the 
general effect that the baseball team 
representing the A.C. Lawrence Leath- 
er Company of Peabody, had been doing 
quite a job on a large percentage of 
its opponents. He recorded twelve 
wins in seventeen games; quoted the 
manager as saying “we don’t have to 
duck any of them”; and sent it out 
with a photograph of the team. 

To all of which Kennett E. Kepner 
of the C. D. Kepner Leather Company, 
retorts that if any claim to the cham- 
pionship of the leather industry is in- 
volved, “credit should be given where 
credit is due,” namely, to the team 
representing the Lord Tanning Com- 
pany of Woburn. An extended series 
of games participated in by this outfit, 
resulted, he points out, in “an unusual 
number of victories,” which terminated 
in a three-game series with the A. C. 
Lawrence team—results being as fol- 
lows: First game (July 19), won by 





Lord, 6 to 5; second game (Aug. 19) 
won by Lord, 9 to 1; third game (Aug. 
27) won by Lord, 3 to 2. Finis. 





Kentucky Sales Tax 


LOUISVILLE, Ky.—When the smoke 
has cleared away from the present 
special or lame duck session of the 
Kentucky Legislature the merchants, it 
is feared, will be working under a re- 
tail sales tax act. Whereas the mer- 
chants had looked forward to the 1934 
session, and had been active in politics, 
to the extent of backing candidates op- 
posed to the sales tax, many of its 
proponents, who were defeated for elec- 
tion to the 1934 session, are serving 
in the short session, and have a chance 
of getting even with the merchants 
for defeating them. 

On the other hand the merchants 
were caught napping, in that the Gov- 
ernor had declared that he would not 
offer a retail sales tax bill, such as was 
defeated in 1932. However, he double 
crossed the merchants by calling it a 
gross receipts tax act, the same old 
thing only under a different name. 

The merchants have put up a hard 
fight, but apparently will lose out. 





Mich. N.S.R.A. Drive Successful 


Detroit—An intensive and success- 
ful campaign for membership in the 
national association has just been com- 
pleted by the Detroit shoe merchants, 
under the recent plea from the National 


Shoe Dealers Association for new blood 
in the organization. Ed. Stocker, Gra- 
tiot Avenue shoe man, personally secur- 
ea twenty-two new members, probably 
an all-time record. Others active in 
the campaign were Clyde K. S. Taylor, 
of Stuart J. Rackham, Inc.; M. A. Mit- 
tleman, of Russek’s; Norman Hack, 
Hack Shoe Company; T. H. Van Al- 
styne, of Hanan and Sons; L. Day, of 
Fyfe’s; V. B. McBryde, and Jack 
Plunkett. 

The campaign was conducted 
throughout the Detroit territory. In 
Port Huron, for instance, twelve new 
members were secured. One man was 
appointed a captain in each city, and 
was responsible for complete coverage 
of his town. Sixty-eight new members 
were secured in Detroit—as compared 
with a previous total membership of 
seventy-five. This now includes, ac- 
cording to Hack, practically all Detroit 
stores of importance. 





Atlantic Handbag Showing 


A display of Fabrikoid handbags in 
Fall styles and colors is a feature of 
the Du Pont Exhibit on the Boardwalk 
at Atlantic City this week. The pat- 
terns presented include Calcutta Liz- 
ard, pig, alligator, fox and boarded 
calf. Checks and piques are also 
shown. Colors include red, brown, blue, 
grey and black. 

The background of the display con- 
sists of panels with sheets of Fabrikoid 





showing grains and colors. 
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What Price Shoes? 


[CONTINUED FROM PAGE 15] 


Gude’s, 
Los Angeles, Cal.: 

“Increased prices at retail will show about 5 per 
cent plus for Fall, 1933, over Fall, 1932; over Sum- 
mer, 1933, 8 per cent plus. Raising prices to main- 
tain same grade. Inventory, as of Aug. 1, 1933, 
against Aug. 1, 1932, shows decrease of 16 per cent. 
Inventory as of May 1, 1933, against May 1, 1932, 
shows decrease of 29 per cent. 

x ok O* 


F. E. Ballou, 


to maintain same grade as costs warrant. Inventory 
decrease 17 per cent compared with Fall, 1932. In- 
ventory decrease 4 per cent compared with Summer, 


1933.” 


S. J. Brouwer, 
S. J. Brouwer Shoe Co., 
Milwaukee, Wis.: 


“Fall, 1933, prices compared with Fall, 1932— 
children’s 5 per cent, women’s 15 per cent, men’s 10 
per cent higher. Fall, 1933, prices compared with 
Summer, 1933—children’s 10 per cent, women’s 25 
per cent, men’s 20 per cent higher. We buy shoes to 
maintain grades and raise prices accordingly. Sept. 1, 
1933, inventory 714 per cent lower than Sept. 1, 1932, 
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Providence, R. I.: 


and 5% per cent more than Summer, 1933. 


“Question No. 1—10 to 20 per cent. No. 2—10 to 


20 per cent. 
grade. No. 4—about the same. 
creasing.” 


H. C. McLaughlin, 
Potter Shoe Company, 
Cincinnati, Ohio: 


Majority purchases for Fall, 1933, were made prior 
July 1, on which we made no increase on retail price. 
Owing to uncertainty of replacement costs, unable to 
Fall, 1933, compared with 


give anticipated increase. 


No. 3—raising prices, maintaining same 
No. 5—supply in- 


E. B. Stern, 


Tulsa, Okla.: 


* * * 


Stern-Levy Shoe Co., 


“Eight per cent increase retail prices on 15 per 


cent stock. 


None balance Fall, 1932. 


Same com- 


pared Spring, 1933. Buying some grades, trying not 
increase prices reason our customers buying women’s 


per cent.” 


Summer, 1933—8 per cent increase. Will raise prices 


shoes $8.50 to $13.50—men’s—$6.00 to $11.00. In- 
comes not yet increased. 
cent decrease over Fall, 1932, and Spring, 1933—8 


Inventory shows a 22 per 


[TURN TO PAGE 44, PLEASE] 








Master Retail Code Soon 


[CONTINUED FROM PAGE 41] 


tions met last week to consider revi- 
sions of the code. In one day alone two 
complete revisions were considered. 

A minimum mark-up of 15 per cent 
now appears in the latest revised code. 
The raising of this mark-up from 10 
per cent was approved by all of the as- 
sociations and this clause will have 
much to do with eliminating “loss lead- 
er selling.” The revised section now 
stands: 

“In establishing this code of fair com- 
petition for the retail trade, the asso- 
ciations subscribing to it reaffirm the 
fundamental purpose of the national 
industrial recovery act namely, to pro- 
vide a return to the employer sufficient 
to make possible the continuous services 
of those employed, as well as the reem- 
ployment of a substantial part of those 
now out of work. Selling at retail, 
which does not return the cost of goods 
sold plus a reasonable cost of doing 
business, is uneconomic and tends to 
defeat the purpose of the recovery pro- 
gram. It is therefore agreed that no 
member of the retail trade shall sell or 
offer for sale any merchandise at less 
than his net invoice delivered cost or 
current market delivered cost (which- 
ever is lower), plus 15 per cent to 
partially compensate for labor and 
other operating costs.” 





This section expresses the desire of 
the association but is not by any man- 
ner of means the final provision put 
through by the National Recovery Ad- 
ministration. 

Another possibility of change is in 
the following: 

“An executive is defined in the latest 
revision as an employee who earns $130 
a month in cities of over 500,000 popu- 
lation, $120 a month in cities of from 
100,000 to 500,000 population, $110 a 
month in cities of from 25,000 to 100,- 
000 population, and $100 a month in 
towns of from 2500 to 25,000 popula- 
tion. In the Aug. 24 code, an executive 
was defined as an employee earning $30 
a week or more.” 

Considering the tremendous amount 
of work necessary in the building up 
of a master retail code, real progress 
is to be noted at this time. If there are 
still further delays, the retail trade 
must remain patient in the face of the 
necessity of writing a clear, concise 
and operative code for the 1,175,000 
stores and some 6,000,000 employees. 





Leather Show Exhibitors 


New YorkK—The Official Opening of 
American Leathers for the Spring sea- 
son is to be held at Hotel Astor, New 
York, Oct. 2 and 3, under the auspices 
of the Tanners Council of America. 





Following are announced exhibitors: 

Adams Buckskin Company, Agoos 
Leather Companies, Allied Kid Com- 
pany—Standard Division, McNeely & 
Quaker City Divisions, New Castle Di- 
visions; Amalgamated Leather Com- 
panies, William Amer Company, Amer- 
ican Hide & Leather Company, Armour 
Leather Company, Peter Baran & Sons, 
Inc., J. S. Barnet & Sons, Inc., Bar- 
rett & Company, Bayer-Robertson 
Leather Corp., Benz Kid Company, 
Brightman Leather Co., C. D. Brown 
& Company, Burk Brothers, Colonial 
Tanning Company, Diamond Kid Co., 
Inc., Dungan, Hood & Co., John R. 
Evans & Co., Eagle Ottawa Leather 
Co., Robert H. Foerderer, Inc., A. F. 
Gallun & Sons Corp., Goniprow Kid 
Co., Griess-Pfleger Tanning Co., Henry 
Halle Tanning Co., L. H. Hamel Leath- 
er Co., E. Hubschman & Sons, Inc., 
Hunt-Rankin Leather Co., C. D. Kep- 
ner Leather Co., Kossbeck Leather Co., 
A. C. Lawrence Leather Co., G. Levor 
& Co., Inc., Mitchell & Peirson, Inc., 
McNeely & Price Co., R. Neumann & 
Co., Northwestern Leather Co. Trust, 
The Ohio Leather Co., Reynolds Tan- 
ning Co., Seton Leather Co., Fred 
Rueping Leather Co., Samuel Shapiro, 
Surpass Leather Co., Thayer-Foss 
Company, Albert Trostel & Sons Co., 
Richard Young Co. 
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HERE’S A 


SPECIAL 


on 
AT o@s5 LESS 2% 30 


THAT’LL MAKE ’EM 


BUY 


GENUINE 
REPTILE 
TRIM 


® 
IN STOCK 


AA to C Widths 

High Heels and Baby 
Louis Heels 

Black Suede 

Brown Suede 

Black Kid 

Brown Kid 






The 
COPLEY 








N-STOCK complete line of Seam- 

less and Regent Pumps High 
and Baby Louis Heels. Complete 
lines on display in our following 
offices: Rm. 507, Temple Bidg., 
Detroit, Mich.—200 Church St., 
New York, N. Y.—Rm. 508, 189 W. 
Madison St., Chicago, [ll.—2210 
First Ave., Birmingham, Ala. 


GENUINE 
REPTILE 
TRIM 
* 


IN STOCK 
AA to C Widths 
High Heel and Cuban 


Heel 

Black Suede 

Brown Suede 

Black Calf 

Brown Calf 

Newspaper Mats Furnished Free 
on ese Shoes 

ROGERS BROS. 


59 LINCOLN ST. BOSTON 


* * 
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What Price Shoes? 


[CONTINUED FROM PAGE 43] 


A. H. Geuting, 
Philadelphia, Pa.: 

“We conform to regular standards established for 
many years—buying with the market and selling with 
the market. On lower grades it looks as if increase 
would approximate 20 per cent; on better grades 10 
per cent. Inventories will correspond with these fig- 
ures. Due to advance purchases our first Fall open- 
ing prices are approximately the same as year ago.” 

‘es 
O’Connor & Goldberg, 
Chicago, Ill.: 

“Your wire Aug. 30, unable to answer your first 
question. We are maintaining same grades and rais- 
ing prices where necessary. Present inventory com- 
pared Fall, 1932, is 2 per cent less due to volume de- 
crease. Present inventory 16 per cent greater than 
Summer, 1933. Seasonal increase.” 

‘2 4 
H. S. Miller, 
Parisian Dept. Store, 
Birmingham, Ala.: 

“Our percentage increase at retail for September 
approximately 18 per cent. Our buying based to 
maintain quality, causing us to increase price levels 
for same grades. Inventory will show approximately 
20 per cent increase.” , , y 


Will Knight, 
Portland, Ore.: 

“Price levels at retail will show average increase of 
one dollar. Rasing prices to maintain same grades. 
Inventory practically the same.” 

* * * 
Henry Halle & Brother, 
Memphis, Tenn.: 

“Answering your wire of Aug. 30, Question No. 1 
—8 per cent. No. 2—13 per cent. No. 3—Raising 
prices to maintain same grades. No. 4—19 per cent. 
No. 5—8 1/5 per cent.” 





A Promise of a New Retailing 


[CONTINUED FROM PAGE 28] 


of two years, the duration of the law, but for many 
years to come. It will be a horrible day at retailing, 
if after the rules were set and found sportsmanlike, 
that an act of Congress would bring us back to the 
days of the chisel, knife and the axe. 

We commend the rare patience of Deputy Admin- 
istrator A. D. Whiteside, who has permitted full and 
complete hearing—revision, addition and reconsid- 
eration of every paragraph of the code, to the end 
that the master code, as presented, will be the biggest 
contribution towards a better day in retailing. 


a 














Pe i ee eee 
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The OFFICIAL Shoe 







>> 


~~ 


for 


Track—Hiking 
Tennis—Camping 
General Sports 


Goodyear Wingfoot No-Mark @ 


Sole and Heel 


LONG WEARING—LATEST DESIGN 
AND STYLE—WILL NOT MAR THE 


SHINIEST HARDWOOD FLOOR 
Mother's ...... Selection 
Bags: 6.06.66: Selection 
Bill, Jr.'s ......Selection 
Sister Sue's ....Selection 


WASHINGTON SHOE 
co. 


163 Jackson St. 
SEATTLE, WASH. 
Northwest Pacific Coast 











“Bike” Riding 






Style No. 912 


$1.90 
COLOR BROWN 


GENUINE GOODYEAR WELT 


INSTEP BRACE STRAP 


Boy's & Youth's Style Built on real Boy's Lasts 

Misses’ & Growing Girl's Style Built on Real 
Girl's Lasts 

Boy's & Youth's, Sizes 11-6, Widths A-D 


©@ Misses’ & Growing Girl's Sizes 11-6, Widths B-C 


Fast Distributing Points 


STEWART-DAWES SHOE CO. 
214 E. 8th St. 
LOS ANGELES, CAL. 
Middle Pacific Coast 


DUNHAM BROS. CO. 
BRATTLEBORO, VT. 
New England States, 


Eastern New York, and 
New York City 


MARION ‘SHOE CO., marion, INDIANA 








» STORE CHANGES 4 








Model Shoe Store Opens 


CoLUMBUS, OHIO—A model shoe store 
on the first floor of a four story store 
building at 110 South High St., was 
opened Aug. 23 when the Foot Saver 
Shoes, Inc., opened its new store. Sim- 
plicity is the keynote of the interior 
arrangement with walls decorated in 
light rust shades and floor covering a 
shade darker. Comfortable chairs up- 
holstered in rust and black velour are 
placed at advantageous points in the 
shop. Lighting fixtures of modernistic 
design in black and silver are out- 
standing. Walnut and bird’s-eye maple 
are used for the cases and interior 
finishing. Modernistic mirrors are 
placed on either side of the room. The 
former location of the shop was on East 
State St. Ray Dorr is manager. 





Johnson Opens in Denver 

DENVER, CoLo.—C. G. Johnson, for 
the last two years manager of the shoe 
department at the Joe Alpert depart- 
ment store here, opened the Guarantee 
Shoe Co. at 1544 Larimer Street about 
Sept. 1. The store is under Johnson’s 
management but is owned by his father- 
in-law, H. L. Muller. 

The new establishment measures 22 
feet by 45 inside and has a large lobby 
and an abundance of window space. A 





complete stock is carried. 


Johnson is widely known in the shoe 
business in Colorado. Before taking 
over the Joe Alpert department he 
worked for Fontius and other local 
stores and at one time was manager 
of a large shoe store in Pueblo, Colo. 





Department Stores Reorganize 

TACOMA, WASH.—Under reorganiza- 
tion plans of the parent company, lo- 
cal and Portland, Ore., and Oakland 
units of the B. F. Schlesinger & Sons, 
Inc., will take the merchandising field 
as independent stores. These individ- 
ual stores under the new arrangements 
will therefore be free of any debt bur- 
dens. The Rhodes Brothers Depart- 
ment store of this city, and the Olds, 
Wortman & King organization in Port- 
land, Ore., operating large shoe de- 
partments, are affected by this new 
deal, as well as The Kahn Department 
Stores Co. of Oakland. The holding 
company is assuming obligations of the 
stores as they stand and will liquidate 
them as rapidly as possible. 


W. H. Toller Reopens 

KansAs City, Mo.—With a_back- 
ground of more than twenty-five years 
in the shoe business, W. H. Toller has 
opened a men’s shoe store at the south- 
east corner of Tenth and Walnut 
Streets under the name of Royal Shoes. 

“Bill” Toller, as he is familiarly 
known to hosts of friends, was presi- 
dent of the Royal Shoe Stores, Inc. 
He operated the Royal Shoe Store at 








Tenth and Main Streets for many years 
and also had shops in Topeka and 
Lawrence, Kans. In his new store, 
opened Aug. 24, he is at present car- 
rying a $3.85 line. Later he will add 
other lines. 


White Leases Shoe Dept. 


Kansas City, Mo.—Victor White, 
formerly manager of the Florsheim 
store here, has leased the shoe depart- 
ment of Jack Henry, Inc. 

Jack Henry, Inc., has just moved 
from 203 West Forty-seventh Street to 
the corner of Forty-seventh and Wyan- 
dotte Streets, in the Country Club 
Plaza, where he has increased his space 
about six times that of his former loca- 
tion. Originally he handled only men’s 
furnishings but in the new location he 
has added men’s and young men’s cloth- 
ing and shoes. 








Shoe Store Expands 

JAMESTOWN, N. Y.—The Carnahan 
Shearer Co., men’s shoe retailers, 30 
North Main street, has leased a large 
section of the Fenton building at Main 
and Second streets and after extensive 
alterations and improvements have been 
made will occupy the building about 
October 1, it is announced by Clyde L. 
Carnahan, proprietor of the company. 
The new location has a floor area of ap- 
proximately 14,000 square feet. The 
building formerly was occupied as a de- 
partment store by Macomber & Stuart 
Company. 
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Men’s Shoes 
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Richards & Brennan Co. <1- Randolph, Mase. 








east EST Gl MASS. 


The 


Oeds oo" SHOE 


MEN’S FINE SHOES 
OLD COLONY SHOE CO. Mass 


BOSTON 
& 10 High St. 





| ‘“HIGHES 





NEW YORK 
Marbridge Bidg. 








Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


a 


DP DP PDP PP DPDDD i 
EVANS—STANDARD SLIPPERS 


Genuine Hand Turns 















Send for Catalog 


No. 1437—Tam 
Kid Everett 


Brown Pat. 
Insert Tura 
$2.10 


"iad Seen” 
pera 
Brown Pat. 
Insert Turn 
$2.10 



















W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
tn Steck Men's Full Leather Lineo 
Handturned Silppers 
Priced from $1.35 
Kid Pullman Slippers 
slors and black witb 
eap Pocket 1.35 
4ipper Pocket $1.50 
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New Stocking Introduced 


NEw York, N. Y.—The Brown Dur- 
rell Company will in the near future 
offer their trade a new and exclusive 
full-fashioned stocking with LASTEX 
yarn knitted into the welt. 

The stocking is called NE-FLEX, in- 





dicating the flexible knee made possible 
through the use of LASTEX. This 
miracle yarn with its two-way stretch 
yields with every movement of the body 
eliminating garter strain yet at the 
same time fitting perfectly the contour 
of any leg, large or small. 

The LASTEX section of the welt is 
not intended to act in any way as a 
garter, its only purpose is to increase 
the elasticity of the welt. Because of 
this additional stretch, of over two 
inches in length, it is not practical to 
make the stocking longer than 29 
inches. 


Chicago Style News 


Cuicaco—O’Connor and Goldberg are 
featuring eel grey suede in their Madi- 
son Street store. These are retailing 
at $12.50 and $14.50. Eel grey and 
brown in combination and eel grey and 
black are included in this group also. 
The other O’Connor and Goldberg 
stores are suggesting as a good fall 
buy black or brown suedes with much 
calfskin trim. These are three eyelet 
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oxfords with continental walking heels. 
Price is $7.50. 

Mandel Brothers in an eel grey pub- 
licity drive suggest a genuine alligator 
dyed to this new tone at $9.85. A rough 
texture seal shoe is also given a break 
in publicity news. “They are not a 
bit heavy and gloriously soft on the 
foot,” is the sales talk, with the added 
item that these rough beauties will 
trot along in keeping with the new 
rough woolens. “Seal is that pebbly 
looking leather that everyone’s talking 
about,” is a clinch to the argument. 

At Marshall Field and Company’s 
blue is included in a smart foursome. 
Black, brown and eel grey are the other 
three partners. Blue it seems isn’t yet 
down and out in the style news. 

“Toe the fashion mark” is the advice 
from the Shoe Box at Chas. A. Stevens 
and Company’s. One way to do this, 
say they, is via the “Smartest of all 
fall styles, the short vamp three-button 
eyelet.” This comes in black, brown, 
grey, blue and burgundy suede combined 
with colors and trimmed with matching 
patent. It is selling for $8.50. An- 
other headliner here is a short vamp 
side tie in suede in the new colors with 
matching or contrasting leathers. 

“Reptiles to tempt modern Eves” is 
the way that the Palmer Bootery is 
calling attention to a new fall window 
given over to various models in reptiles. 

A special window is “Introducing the 
Spanish era in Feminine Footwear,” 
at O’Connor and Goldberg’s Madison 
Street store. Here are displayed satin, 
velvet and antelope suede pumps. These 
all have large gorgeous rhinestone 
buckles or ornaments backed by bril- 
liant fabrics which show through, mak- 
ing a very striking shoe. Some of the 
ornaments have large stones set in, 
such as amethysts. 

Black satin bows are a brand new 
gadget at Palmer Bootery. 





Suede Opening in Texas 


DALLAS, TEx.—That suede is the lead- 
ing material for women’s shoes in 
Texas for the Fall season is the opinion 
of Harold Volk, vice-president and gen- 
eral manager of Volk Bros. 

“Suede for Texas women will likely 
be frequently combined with kidskin 
and reptiles for smart effect,” Mr. Volk 
stated. 

One of the outstanding of the new 
season shoes given fashion precedence 
for Southwestern women by Mr. Volk 
is the high-throated button oxford in 
spat effect. This shoe is being shown by 
Volk Bros. in suede and kidskin com- 
bination in a variety of colors to match 
the suits, coats and dresses of Fall. 





Slippers With Cushions 


LyNN, Mass.—A new variety of 
house slipper, now being made here for 
both men and women, has a cushion 
inside each slipper, this cushion being 
of felt covered with leather, and when 
the original cushion is too much worn 
it may be replaced with a new cush- 
ion. 
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MODERN BR 


AS TODAYS FASHION 


Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 





of modern fashion. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Bowling Shoes 


cael 





PROFESSIONAL 
BOWLING SHOES 
PRICE COMBINATION 
$2.40 SOLES 

Right Foot 
Rubber 
Sole and Heel 

Left Foot 
Buckskin 
Sole—Rubber 
Heel 







Style No. 224 
BROOKS SHOE MFG 








- CO. 
Swanson & Ritner Sts., Philadelphia 
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WHERE TO BUY 


Women’s Shoes 
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WHAT TURNOVER? 
$5000.00 SALES 
FROM A 
$400.00 STOCK 
OF TWO SHOES 





(dealers name 
upon request) 


‘The A iton 
Clara B Shoe 

Builds Business 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINNESOTA 




















ORIGINAL 
FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 
. HANNAHSON’S 
% a POPULAR 





SATINS 
MARIE 





B4036 Black Satin 684054 Black Satin (open toe) 
B4038 White Faille B4056 White Faille (open toe) 
1 / Louis Heet—42 Last 
WRITE FOR CIRCULAR 
TERMS 2% 10 DAYS, NET 30 


HANNAHSON'S SHOE CO. 


HAVERHILL MASS. 
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YEAR ROUND FOOT HEALTH PROMOTION 











To visualize forcibly the health and 
comfort features of the four brands of 
shoes distributed by Orthopedic Shoes, 
Inc. — Ground Gripper, Cantilever, 
Physical Culture, and Dr. Kahler Shoes 
—the window display reproduced above 
is now being circulated among stores 
selling these shoes. In the foreground 
of the window appear plaster casts of 
actual cases of foot distortions and im- 
pairments, while large charts in the 
background explain, with simple illus- 
trations and brief wording, such points 
as “Why Incorrect Shoes and Flat Feet 


FOOT HEALTH HEADQUARTERS 





Cause Pain,” “The Danger in High 
Heels,” and “Flat Foot vs. Normal 
Foot.” : 

The shoes are featured in the center, 
with colored flaps on the soles rep- 
resenting a normal foot and showing 
how its shape is fitted exactly by the 
design of the shoes. Small cards explain 
the various orthopedic features, with 
ribbon streamers leading to the features 
themselves in the shoes. Stores which 
have used the display report that it 
has attracted great attention and has 
led to many sales. 














| Rackham Inherits $191,250 


DETROIT—In the very week in which 
his new shoe store was opened, Stuart 
J. Rackham had a windfall of $191,250, 
from the estate of his uncle, the late 
Horace H. Rackham, an early associate 
of Henry Ford. Under the original 
will, he was given $20,000, and the 
great bulk of the estate, about $20,- 
000,000, was devoted to public charity, 
the largest such gift in the history of 
Michigan. Through an _ adjustment 
with the trustees, Stuart Rackham and 
the five other heirs received the in- 
creased amounts to prevent litigation 
over the estate. Rackham says the 
gift does not stop him from being a 
good shoeman, and comes in very handy 
in connection with his current expan- 
sion. 





Bridges at Titche-Goettinger 


DALLAS, TeEx.—H. Morris Bridges 
has replaced Carl Davis as shoe buyer 
for Titche-Goettinger Co. Bridges has 
worked in the Titche-Goettinger shoe 
department for 14 years and has served 
as assistant buyer to Davis previous 
to his appointment. 





Baker Joins Millwood Staff 


BIRMINGHAM, ALA.—T. M. Baker, 
manager of the ladies’ and children’s 
department of the Guarantee Shoe Com- 
pany, one of the oldest shoe stores in 
the state, has resigned his position and 
has joined the new Millwood Shoe Com- 
pany, which is opening at 1924 Third 
Avenue, North. 

The store which is being operated 
by N. V. Milsap (also formerly of the 
Guarantee) and Charles Woodruff, will 
handle men’s, ladies’ and children’s 
shoes. 


Canadian Production High 


ToRONTO — Reports just completed 
show that footwear output by Canadian 
factories in June of this year reached 
an all-time high. The leather boot and 
shoe industry had an output in June 
of 1,965,647 pairs, or 26 per cent larger 
than in June, 1932, when it totalled 
1,559,192 pairs. For the first six 
months of 1933, the Canadian footwear 
output was 8,823,892 pairs, compared 
with 9,129,585 pairs in the first six 
months of 1932. 
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Lynn Figuring Costs 

LYNN, Mass.—Lynn manufacturers 
are figuring anew the costs of making 
shoes for the last three months of 
1933, and, also, are taking a long range 
view of prices for early 1934. Present 
costs are up from 20 to 30 per cent 
above the low of the year, meaning an 
advance of 20 cents for each dollar’s 
worth of footwear. Labor costs are 
up from ten to 20 cents a pair, and 
costs of leather, materials and supplies, 
are up from a dime to 50 cents a pair. 
The increases vary according to grade, 
or quality, style and so on. More than 
100 items of costs appear on an ordi- 
nary cost sheet, and no two of the sheets 
are exactly alike for their items. 

Material costs show the greater 
gains. Hides climbed from 4% to 14 
cents during the time from bank holi- 
days to the start of the NRA, an ad- 
vance of more than 200 per cent, and 
the full force of this advance is yet to 
be felt in the leather and the shoe in- 
dustry. This full force may not come 
until the January markets, for there 
are many shoes in stores, that were 
made at the low prices of July, and, 
furthermore, the demand for women’s 
shoes averages less during the last half 
than during the first half of the year. 
“Chiseling,” is taboo under the code. 
The new endeavor is to build up the 
price levels, as well as the quality, so 
further advances are expected in the 








iliiiiciini... 


James J. Lyons, Democratic candidate for Bor- 
ough President of the Bronx, New York City, 
exhibiting his campaign shoes to a fair voter. 


—————— NER 


Los Angeles Employment Increase 

Los ANGELES—According to a survey 
of conditions in the shoe retailing field 
pending the adoption of codes, it is esti- 
mated that there has been an employ- 





long range of shoe prices. 


ment increase of at least 12 per cent 
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since the NRA was passed. One shoe 
concern alone, with several branches in 
Los Angeles and nearby towns reports 
having increased its personnel by six 
additional sales people. As for prices, 
there is an estimated increase of 10 
per cent in some instances and the 
opinion is that retail prices for shoes 
may return to the 1925-26 level of 
$6.50 for a good shoe and $10.50 for 
better shoes, these being considered 
average prices. Practically all of the 
90 downtown shoe stores in Los 
Angeles, it is reported, have subscribed 
to a minimum wage of $15 a week and 
a forty-hour week schedule. 


Finds Tweed Oxfords Good 


WILKES-Barre, Pa.—P. H. Murphy, 
shoe buyer for the Wilkes-Barre Dry 
Goods Co., reports: 

“With the new season we find the 
trade is turning to darker shoes a lit- 
tle ahead as the season for whites was 
longer and customers are quite ready 
to buy fall footwear. With promo- 
tional footwear always in demand we 
have created sales by showing tweed 
oxfords as a shoe much needed just 
after whites and before suedes, Also 
with eel grey in mind and being shown 
in all stores we are going ahead with 
blue as leading over eel grey and pre- 
dict that brown is very strong running 
very close in demand with black this 
season, due to tweed and woolen en- 
sembles.” 











"| STOP AT THE 
HOTEL NEW YORKER 


because it's just a step 
to every important shoe 
activity in New York," 
said one of America's 
more important shoe 
buyers. 


Smart shoe promotions— 
intriguing styles — selling 
displays and immediate 
contact with New York 
shoe lines — right under 
your hotel window. 


Located in the silent zone, 

where an_ undisturbed 

night's oy revitalizes a 
0 





































tired body for tomorrow's 
work, 
2500 ROOMS 
Now 900 
ONLY gJ AND UP 


34th Street at 8th Avenue, New York Ral 


Hotels Van Cleve, Dayton; Book-Cadlilac, Detroit; Ritz 
also under Ralph Hitz Direction 








HOTEL NEW YORKER 





ph Hitz, President 
-Cariton, Atlantic City, 


ILLINOIS COLLEGE 


OF CHIROPODY AND FOOT SURGERY 


CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RS-9. 


Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 





Illinois College of Chiropody and Foot Surgery 
327 North Clark Street 


Chicago, Illinois 
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WHERE TO BUY 


Children’s Footwear 


SO 8 hE 





MRS. DAY’S IDEAL BABY SHOES 
4 infants’ Soft Seles. ..0-3 

intermediates ........ 1-6 

Flexible Hard Soles. ..2-8 


Send for In-Stock 
Catalog 


mkRS. DAY'S IDEAL BABY 
SHOE Co. 











(oeust St. Danvers, Mass. 
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WHERE TO BUY 
Shoe Trees 


Re i eel 


PRICE 
; PROTECTEO : 









Self Adjusting Shoe Trees. 
A gentle squeeze inserts or 
remeves. Write for unique 
sales plan. 


SIMPLEX SHOE 
TREE COMPANY 


or | 10S W ADAMS $7, CHICAGO 
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WHERE TO BUY 
Pullman Slippers 
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Poughecz, 


MARK 








TRADE 





$1.50 to $3 


Immediate 
Delivery 






SWAN 
Shoe Co., Inc. 
Baltimore, Md. 








2201 Asquith St. 











Pollinger Reports Sales Increase 


M. D. Pollinger, of the M. D. Poll- 
inger Co., of St. Louis, Mo., makers of 
the Polly clips and Polly shoe holders, 
reported his sales through the jobbing 
trade were unusually improved on a 
recent three weeks visit to New York. 

Encouraging in his contacts with the 
trade, was the interest being revealed 
by merchants in new window treat- 
ments and alterations. A concentration 
of appeal through windows is pervad- 
ing the shoe trade according to Mr. 
Pollinger. 














THE SELLING END 








N.S.T.A. Working Out Code 


Since a ruling by the National Recov- 
ery Administration that no association 
of traveling salesmen can be consider- 
ed as an industry in itself, but must 
be considered as a part of the industry 
which its members represent on the 
road, the National Shoe Travelers’ As- 
sociation has undertaken to write a 
code, the provisions of which, it is 
hoped, may become a part of the code 
now under consideration by the Na- 
tional Boot and Shoe Manufacturers’ 
Association. 

Chief among the provisions of this 
code are a minimum salary guarantee 
and guaranteed expenses, both to be ap- 
plied against commissions, with the 
salesman receiving the balance due 
where such balance has been earned. 
Other important points to be included, 
according to National Secretary T. A. 
Delany, will be the recognition of the 
N.S. T.A. as the cooperating body for 
the traveling branch of the shoe in- 
dustry; and a fair practice code for 
its members to live up to in their work 
of selling. 

“It would seem,” says Secretary 
Delany, “that the National Recovery 
Administration favors extending its ef- 
forts to include commercial salesmen, 
despite frequently expressed opinions 
to the contrary. I am in receipt of a 
copy of a memorandum prepared by the 
Labor Advisory Board for Deputy Ad- 
ministrator Whiteside, which, in dis- 
cussing a proposed code for another 
group of traveling salesmen, says in 
part: 

“At the present time there are many 
people placed in the category of sales- 
men who are receiving no (or prac- 
tically none) remuneration for their 
services and yet have to pay their own 
traveling expenses. It seems best in 
order to know when men are actually 
employed that this field should be put 
on a definite basis so that we will not 
have a large group of men supposedly 
employed, but actually receiving no 
wage. 

“Any concern will be able to employ 
salesmen under this scheme and still 
be able to reward them on the piece 
rate, and thus results will go with 
merit.’ ” 


John S. Whittemore Plans 
Travelers Day at Exposition 


John S. Whittemore, secretary-treas- 
urer of the International Federation of 
Commercial Travelers Insurance Or- 
ganizations, with a membership of 800,- 
000 composed of salesmen and execu- 
tives, is planning for the annual meet- 
ing of the organization, to be held at 
the Edgewater Beach Hotel, Chicago, 
September 19, 20 and 21. 

Officials of the Century of Progress 
Exposition, according to Mr. Whitte- 
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more, were enthusiastic over the idea of 
having a Commercial Travelers Day at 
the exposition. This will be on Thurs- 
day, September 21. Arrangements have 
been made to accommodate from 5000 to 
8000 in the amphitheatre beside the 
Travel and Transport Building. There 
will be outstanding speakers in the 
pclitical, business and railroad world, 
who will tell in their way what the 
commercial traveler means to the busi- 
ness of the nation. 

“TI feel that codes can be written and 
re-written for manufacturing and 
wholesale establishments,” says Mr. 
Whittemore, “but without the sales- 
men, whose business it is to secure the 
orders to keep the wheels turning in 
these industries and for their employees 
to be employed, these codes would be 
worth practically ‘nil.’ 

“As I see it, the traveling salesmen 
are as necessary to the revival of busi- 
ness in this country as troops would 
be in the first line of defense in war.” 

It was Mr. Whittemore, while presi- 
dent of the National Shoe Travelers 
Association, who initiated the move- 
ment by which the railroads west of 
Chicago recently allowed the use of 
scrip books. The decision of all the 
large railroads in the West and South- 
west followed months of negotiations, 
and the first one of these new books 
was issued to Mr. Whittemore. It is his 
greatest desire that through his efforts 
and farsightedness he may be able to 
achieve the same condition in the East 
—interchangeable mileage at a reduced 
rate. 


Salesmen in Conference 


Salesmen carrying the lines of the 
Ault-Williamson Shoe Co. and the Ault- 
Shackford Shoe Co. in all parts of the 
country, have been attending a series 
of sales conferences at the home offices 
in Auburn, Maine. 

Among those who came from a con- 
siderable distance is Clyde Anthony of 
Dallas, who covers Texas with both 
lines and who is among the leaders in 
his profession. Guy Small, formerly 
with the A. J. Sweet Co., and now cover- 
ing southern Massachusetts, Connec- 
ticut and Rhode Island also has been 
in attendance; as has P. R. Howard, 
Michigan and Wisconsin representative. 

Mr. Howard has served more years 
under the Ault-Williamson banner than 
any other salesman, having been the 
first to enroll following the incorpora- 
tion of the company in 1915. 





Mountain With Wolnicar-Levine 


Ray M. Mountain has resigned as 
Eastern sales representative for the 
Johansen Bros. Shoe Co., and has as- 
sociated himself with Wolnicar-Levine, 
Inc., of Brooklyn. He is at present 
covering the Eastern cities and later on 
will work West. He is carrying the 
complete factory line of fine hand turn- 





ed shoes and: evening slippers. 
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» TRADE DOINGS < 


ORES 








N. Y. Convention Plans 


ALBANY, N. Y.—The NIRA _ will 
have one of its staff members at the 
fifteenth annual convention of the New 
York State Shoe Retailers’ Association 
to be held at the Ten Eyck Hotel here 
September 11 and 12. Chairman John 
Slater of the Board of Directors, col- 
laborating with President A. H. Geut- 
ing of the N.S.R.A., told Gen. Johnson 
of the importance of sending an official 
to the meeting, when an entire after- 
noon will be devoted to NIRA and the 
Code of Fair Competition under which 
the retail shoe trade will operate for 
perhaps many months to come. 

Former President William Pidgeon 
will be in charge of the clinic on Tues- 
day afternoon, the 12th, and in addition 
to Gen. Johnson’s official representative 
the others who will talk on the NIRA 
will be James H. Stone, manager of the 
N.S.R.A., who will explain the code; 
Jesse Adler, a director from New York, 
who will discuss “The Emergency 
Hours”; Director Harold A. Read, of 
Binghamton, who will tell if “Emer- 
gency Buying Power is Materializing,” 
and former President Burt J. Gosper, 
of Elmira, who will discuss “The Chise- 
ler, What About Him?” President 
Smith promises plenty of time for dis- 
cussion. 





Louisville Retailers Reorganize 


LOUISVILLE, Ky.—Efforts are being 
made to reorganize the old Louisville 
Retail Shoe Dealers Association, as the 
Louisville Shoe Retailers Association, 
in conformity with title of the national 
body. 

Rogers Dougherty, who formerly 
served at various times as secretary, 
treasurer, vice-president and president 
of the old organization, has been work- 
ing on reorganization plans, aiding the 
national association in an effort to 
secure membership here. 

Recently a preliminary meeting was 
held, at which Mr. Dougherty was 
named chairman and secretary, and 
given full authority to pledge support 
of local dealers, prior to the calling of 
an organization meeting, at which it is 
hoped to have thirty or more retailers, 
ready to sign up. 

The old body was formed back in the 
fall of 1913, with Bert B. Davis as 
president, and the correspondent of the 
BooT AND SHOE RECORDER, as secretary. 
This organization went on for a num- 
ber of years, later was reorganized a 
couple of times, but hasn’t functioned to 
any extent for three or four years. 





California Fair Trade Law 


Los ANGELES—Amendments passed 
recently by the California State Legis- 
lature relating to the Badham Act 
reguating fair trade in California 


which went into effect on Aug. 22, 
make it a misdemeanor to knowingly 
sell any commodity at less than the 
price stipulated in any contract between 
retailer, manufacturer or wholesaler; 
or to make secret payments, discounts 
or allowances, whether in money or in 
any other form, to favored buyers, not 
extended to all buyers with the intent 
of destroying competition. Under the 
new law it is also a misdemeanor to 
sell any article or product at less than 
cost or give away any article or prod- 
uct at less than cost or give away any 
article for the purpose of injuring com- 
petitors or destroying competition. The 
term “cost” being defined as including 
the cost of raw material, labor and all 
necessary overhead expenses, plus a 
reasonable profit on invested capital in 
production activity; as applied to dis- 
tribution, cost shall mean the cost of 
the article or product and the cost of 
doing business, plus a reasonable profit 
on the capital invested. 

The State of Arizona has recently 
adopted what is known as a “business 
privilege tax,” the tax applying to all 
business activities engaged in, whether 
personal or corporate and calling for 
a fee of 50c. for a license to do busi- 
ness in that State. Thereafter, a tax 
on the gross sales or gross income is 
assessed monthly. This ranges from 
% of 1 percent to 1% per cent on gross 
income. 

The rate varies according to the 
classification of business. Besides the 
monthly statement, each taxpayer must 
make an annual report to the Arizona 
State Tax Commission at Phoenix, the 
administrative agency. The tax how- 
ever, does not apply to Interstate busi- 
ness. Should outside firms maintain 
branch houses in Arizona from which 
orders are filled they must pay a tax 
on gross sales out of that office. 





H. E. Talbott Advanced 


INDIANAPOLIS, IND.—H. E. Talbott 
has been appointed manager of the 
men’s department at Marott’s Shoe 
Shop. He succeeds L. V. Cobler. Tal- 
bott, who has been with the Marott or- 
ganization for four years, has displayed 
unusual executive ability. He was 
assistant manager of the ladies’ de- 
partment for several years until his re- 
cent appointment. 


Charles Bassin Starts 


DetroIT—Charles Bassin, formerly 
with the Hoffman Shoe Co., has gone 
into competition with his former firm, 
at 13930 Woodward Avenue in High- 
land Park, northern suburb of Detroit. 
He operates as the Newmark Shoe Co. 


New Durham Store 


DurHAM, N. C.—The Darling Shoe 
Store opened here Angust 26. A com- 
plete line of women’s novelty shoes are 








being carried. 
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WHERE TO BUY 
Spats 


6 6 6 ee 


BOND STREET SPATS 
—Enjoy greatest demand 
because of many years 
consistent advertising in 
national magazines and 
on radio networks. Pre- 
ferred by most retailers 
because of public demand, 
stron merchandising 
helps, excellent display, 
attractive packages and 
good profit margin. IN 
TOCK FOR IMMEDI. 
ATE DELIVERY in full 
selection of fabrics, . 
ors and sizes. Write for 
samples and prices. The 
b Sasa Lee ga 
Co., Portsmouth, 


BOND 
STREET "Anata 
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WHERE TO BUY 
Work Shoes 
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WHERE TO BUY 


Hosiery Protectors 


i liad 


They Sell VE; we =) 


Themselves ets To, 

Only WALK-EZE’S are f 
mads of patented Kemi- es) 
\s 





SHOE and HOSIERY 
partments everywhere 
building rofits and goodwill 
with genuine 







WALK-EZE 
Stocking Protectors 


Suede—the non-Injurious 
matcrial that Is durable 
—washable—hygienic and, 
sweatproof. 


Sizes for Women, Protected by 
Men and Children i ‘eoa7e0 


Order from your jobber or CAN. 281021 
WALK-EZE Sales Offices. Stamped on every pair. 


Executive Office, Syracuse, N. Y. 
NEW YORK: 114! Broadway, Room 303 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St., Montreal 











Hutchins Opens Freeman Store 


PHILADELPHIA, PENNA. — Geo. H. 
Hutchins has opened a smart new men’s 
shoe store in the 1200 block on Chestnut 
Street in which he is specializing the 
Freeman Shoes. This store has many 
new features in window treatment and 
store arrangement and starts off very 
auspiciously. 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


Selling is Through 
WINDOW 





IF the shoes in your windows 


could only say aloud 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 


spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in displeay—use Recorder cards for 
color and to talk YOUR store service—and your business will 


improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 


quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 


show cards. 
Samples will be sent on request 
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SEPTEMBER 


Pale blue palette; red, 
brown and yellow oak 
leaves on corn colored 
board. 


Size: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


SEPTEMBER 
HARMONIZING 
TICKET 


Available to non-show 
ecard subscribers at 
prices listed below. 





























“TI: Black and “1: Pale Green “9, rer “7, mn rene “0”: Rose en 
Geld yyenee om Deslen om Bel on eight Yallov: tera om” Deep yO. ‘on Bright c= Light Tans” 
range. Yellow. No... 
Attractive Hand Lettered Price Tickets “+59? Sue............ 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK ie | 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 


WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Adjustable Clips for tickets: 14 gross $2.25 
(tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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When writing advertisers please mention Boot and Shoe Recorder 
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Us 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 


ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim. are 35¢ per fifty, additional. 
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SHOES| 





Select the Service You Wish— 
Mail Coupon—See Sales Jump! 
SERVICE NO. 1—$5.00 monthly: 


12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ...4 holders .. . 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 


— 

HOLDERS Please enter our order for the Recorder “Selling Mes- 

sage,” beginning with September, for card service 

Oval base — bur- f (— NG@ieiiccces » for one year, consisting of........ card 

nished gold— To be holders (with the first month’s service), ........ cards 
three color trim. Smart and........ blank tickets each month—OR—........ ‘ 
= ey : IMPRINTED tickets at 35¢ per fifty, additional, for | 

These modernistic : which we will pay $........ per year, payable $........ 










holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 








Merchants Service Dept. 
BOOT AND SHOE RECORDER 


367 W. Adams St., Chicago, Ill. 





per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 





When writing advertisers please mention Boot and Shoe Recorder 
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CLAV/IFIED anp 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. ° e © 
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WANT AD 




















SALESMAN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





ANTED —- Salesmen covering territory by 

car to carry as side line Manufacturer’s fast 
selling line of in stock Children’s Shoes, sizes 
2 to For the following territories—Ohio, 
Iowa and Nebraska, Washington and Oregon, 
Oklahoma, Kansas, Tennessee, Detroit. Address 
D-467, care Boot & Shoe Recorder, 367 W. 
Adams St., Chicago, III. 





ANTED: SHOE 

GOOD FOLLOWING TO 
EASTERN MANUFACTURING I 
ON MAKE UP LINE OF WOMEN’S 
LITTLEWAY LASTED AND COMPO 
SHOES TO RFTAIL AT $4.00 AND $5.00. 
STRAIGHT COMMISSION ONLY. IN 
REPLYING GIVE FULL PARTICULARS 
AND REFERENCES, Address 1-464, care 
Boot & Shoe Recorder, 140 Federal Street, Bos- 
ton, Mass. 


SALESMEN_ WITH 
REPRESENT 
CONCERN 













POSITION WANTED 


AVING given up my retail business, I feel 

that I can show good results managing a 
men’s and women’s store. I am 45 years old, of 
good appearance and know the business. Charles 
F. McLear, Newark Athletic Club, 16 Park 
Place, Newark, N. J. 








QUALITY AND STYLE 
MAN AVAILABLE 


For eighteen years I have been in business 
for myself manufacturing women’s high grade 
custom welts and turns. My shoes have been 
sold in the finest retail stores in America. 
Labor conditions have made it advisable for 
me to retire from the manufacturing business 
and I am looking for an opportunity to serve 
as quality and style man for some manu- 
facturer of women's shoes who is desirous 
of presenting to the trade shoes that are 
absolutely correct and up-to-the-minute in 
style and quality. The very best of refer- 
ences will be furnished. For further par- 
ticulars 
Address D-466, 
Boot & Shoe Recorder, 


239 West 39th St., New York, N. Y. 











ANTED—Connection with shoe manufact- 
urer to represent them in Mexico. American, 
of Spanish descent, age 33 years; married 16 
years; experienced in the sale and merchandis- 
ing of shoes. Best of references. Address 
A. Salcido, 1035 23rd St., San Diego, Calif. 


HOROUGHLY experienced shoe-man, unem- 

ployed past two years, will accept any posi- 
tion, anywhere. Twelve years’ experience de- 
partment store buying, two years traveling rep- 
resentative, expert merchandiser. Capable stylist 
on women’s and children’s shoes. Have handled 
volumes up to $250,000. Address D-465, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SHOE Manager, Buyer and Salesman, age 38, 
with 20 years’ experience, specially in 
orthopedic footwear, desires position with reliable 
retail concern. Can furnish A-1 references. Will 
go anywhere. Charles Weisel, 913 Forest Ave- 
nue, Bronx, N. Y. 








LINE WANTED 


ANTED—A line of popular priced Men’s, 

Women’s, Boys’ or Children’s Shoes for Chi- 
cago and surrounding territory. Experienced and 
well acquainted with the trade. Address—C. 
Mendelsohn, 3823 Rokeby St., Chicago. 











FOR RENT 


TORE BUILDING for Rent, modern new 
front, well located for live shoe dealer. Harry 
G. Lillyblad, Red Wing, Minnesota. 











WANTED TO PURCHASE 





o 





HIGHEST CASH PRICES 
PAID ; 


for shoe stocks, slow sellers, ete. Short time 
tease taken ~. confidential. 
st. 


MAX GLAUBERG ; 
327 Church St., New York City ; 
Phone: Canal 6-2632 








POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 











Buyers of Surplus Stocks 


We w'll buy surplus or entire stocks of shoes 
frem manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 

















MERCHANTS’ NEEDS 





SHOE STRETCHER 





VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves 
and permanently corrects tight-fitting 
shoes. Raises vamp from throat to tip. 
Lengthens too short shoes. Made of 
best grade of cold rolled steel, nickel 
plated. For sale by shoe findings jobbers 
and wholesale shoe houses everywhere, or 
send your order direct to us. 


$5, 00 COMPLETE with, 3 cise 
NU-WAY SHOE STRETCHER CO. 


4367 Duncan Ave. St. Louis 








Minimum charge 75 cents. 
$1.25. 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge 
When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
"© Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


RATES 


In all other cases each 
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MANUFACTURERS 


Formerly 
335 Market St., Philadelphia, Pa. 





Entire or Surplus Wholesale and Retail Stocks. 


- WHOLESALERS 
WE BUY 


IRVIN RUBIN 
** HOUSE OF JOBS” 


High Prices Paid for Branded and Well Known Makes, Such as 
Walk-Over, Florsheim, Enna Jettick, Matrix, Natural Bridge, Vitality, Queen Quality, Arch Preserver, Ete. 





- RETAILERS 


89 Reade St., Cor. Church, New York 
Tel. Barclay 7-7887 














Braves’ Pitcher Wins Shoes 


Boston—The Stetson Shoe Fore- 
men’s Association enjoyed a day’s out- 
ing, consisting of golf and the Braves’ 
ball game, on Saturday, Aug. 26. 

About 35 members of the association 
left the factory at South Weymouth in 
a bus at 7.30 for Crow Point Golf Club, 
in Hingham, where 18 holes of golf 
were played on the sporty course. The 
low score of the day was turned in by 
the president of the association, Sam 
Robinson. 

Following the golf, lunch was served 
and the bus with its load of shoemak- 
ers from Weymouth traveled to Braves 
Field, Boston, for the final Braves-St. 
Louis ball game. 

As an incentive to the players on 
both teams the Stetson Shoe Co. an- 
nounced before the game that a pair of 
Stetson shoes would be presented to 
the player of each team who contrib- 
uted the most toward the success of 
his team during the game. The ball 
game supplied plenty of thrills and at 
the end the members of the association 


voted the shoes to Pitcher Ben Cant- 
well of the Braves for the masterly 
pitching exhibition he turned in to win 
another game for his team. 

Capt. Frankie Frisch of the Cardi- 
nals was voted the other pair. Captain 
Frank was undoubtedly the bulwark of 
defense and offense for the losing team 
in this game. His performance was 
outstanding. 

After the game the bus carried the 
group to the Old Union Oyster House 
in the North End of Boston, where 
dinner was served. 

The committee who arranged this 
gala day was appointed by President 
Robinson and consisted of the follow- 
ing men: Chairman, Carl Burgess; 
Thomas Cuthbert, John Williams, 
Charles Ford, Burt Wales. 





New Orleans Store Quitting 


NEW ORLEANS—The Boston Shoe 
Market, 1006 Canal Street, operated 
by Morris Kunnes, is disposing of its 
stock, preparatory to going out of busi- 
ness. 











MERCHANTS’ NEEDS 








New /mproved 


Pouy Cup 
for Price Tickets 
$4.00 2.25 
gross half gross 
Tilts at any angle 
M. D. POLLIMGER CO. Holland Bldg , St. Louls, Mo. 














SHOE CARTON LABEL 
SPECIALISTS 


L] PRINTERS, DESIGNERS AND ENGRAVERS | | | 


THE AMERICAN PRINTING 1” LABEL Co,| 
le 314-316 E.12th St, CINCINNATI.OHIO. 
ute how fot Samples 


ees 


} 
| 
| 











Irwin Sherman Starts Store 


DETROIT, MicH.—Irwin Sherman has 
opened Irwin’s Shoe Store, a small new 
shop in the northwest part of Detroit 
at 14035 Fenkell Avenue. 














—_—_—eS 
VYVE FOUND 
THE BEST 
> HOTEL VALUE 


45th-STREET and BROADWAY 





Just think ...a mod- 


ern, new hotel, in the 


Ze cry. heart of New York— 
\ 200 feet from. Broad- 
a way, on: 45th Street. 
A room and bath for one, 

$2.50; for two, $3.50. 


T & & PICCADILLY 


WILLIAM MADLUNG, Mng. Dir. 


e NEW YORK 











KENT 





























AUTOMATIC 
GARAGE NEw yYorK 


The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 
day, the month .'. . with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 

















uJ lop al ad 
NEW hotel 


i 





Govino 


[PPP Pree OPP. PENNSYLVANIA STATION B. & O. BUSES STOP AT DOOR 


to Theatres 


venient 
= ShopPins 


Enjoy the luxury of a NEW hotel— 
ALL the conveniences provided by the 
last word in equipment—yet pay rates 
in keeping with the times! Hotel 
Governor Clinton offers maximum com- 
fort, quick, courteous service and the 
finest accommodations at rates that 
start as low as $3 a day. For two the 
rates are but One Dollar More! 





LINTON 


7th Ave. at 31st St., New York City 
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IN THIT 


A BUYING GUIDE TO 
OUR ADVEISTIFERY 
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BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me. .......... 51 
Brooks Shoe Mfg. Co., Philadelphia, Pa. ... 48 
Chase, W. S., Sons, Haverhill, Mass........ 46 


“a Edwin, & Sons, Inc., E. Weymouth, 
Mince csideavan a veiiee gemesedis sao eae 
Coon, W. B., Co., Rochester, N. Y. 
Craddock-Terry Co., Lynchburg, Va. 














The First Item He Bought 


I’ve been reading the Recorder since 1909 
and it was the first item on my list of 
equipment for my new store. Best wishes 
and appreciation. 

L. H. Miller, Florence, S. C. 








TRADE LITERATURE 








Unusual Juvenile Shoe Catalog 


BostoN—On the fifteenth of August, 
the Green Shoe Manufacturing Co. of 
Harrison Avenue, Boston, issued their 
F'all and Winter In-Stock Catalog. The 
cover of the book is unusual among 
shoe catalogs, suggestive of Autumn in 
its color scheme of browns and orange, 
and cut out with a window effect dis- 
playing the attractive illustration of a 
typical American boy and girl which 
has become widely known to the trade 
through the advertising of this com- 
pany. 

More important is the display of a 
complete range of fine juvenile welt 
and silhowelt footwear, including the 
new feature line “Stride-Rite,” a shoe 
with important construction improve- 
ments designed to promote natural foot 
growth. All told there are sixty-four 
in-stock numbers illustrated ranging 
from infants’ through growing girls’ 
sizes and widths. 

Also of importance to the retailer is 
the price list which is based on new 
code conditions voluntarily put into ef- 
fect by the Green Shoe Mfg. Co. on 
Aug. 9 in order to actively sup- 





Front Cover 


Dodge, Bliss & Perry Co., Newburyport, 
Perr eer errno 33 

Ebberts, John, Shoe Co., Buffalo, N. Y. .... 48 

Elam, Shoe Co., Rochester, N. Y. .... 42 


Evans’ Son, L. B., Co., Wakefield, Mass. .. 46 


Green, Daniel, Co., Dolgeville, N. Y. 
Second Cover 


Hannahson’s, Haverhill, Mass.............. 48 
Marion Shoe Co., Marion, Ind. ............ 45 
Minor, P. W., & Sons, Ine. -» Batavia, N. Y. 23 


Mishawaka Rubber & Woolen Mfg. Co., 
oR Re er ramen re 


Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
ES cauw ens + vor cn eue sua ackan see eee 50 

Nettleton, A. E., Syracuse, N. Y. .......... 46 

Old Colony Shoe Co., Brockton, Mass. ..... 46 


ie Branch of Int. Shoe Co., St. Louis, 
A ES A a OR re ec 31 


coos 20 


Richards & Brennan Ce. ‘Randolph, ii 46 
Roberts, Johnson & Rand, St. Louis, Mo. .. 
Robinson-Bynon Shoe Co., Auburn, N. Y. .. 53 


Rogers Bros., Boston, Mass. .............. 44 
Shaft-Pierce Shoe Co., Faribault, Minn. ... 48 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 


8-48 
eocececceccee 50 


Swan Shoe Co., Baltimore, Md. 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass. 
Evans, John R., & Co., Camden, N. J. .... 6-7 
Goodyear Tire & Rubber Co., Akron, O. . .26-27 
Hamel Leather Co., Haverhill, Mass.Back Cover 
Kistler Leather Co., Boston, Mass. ........ 29 
Ohio Leather Co., Girard, Ohio ............ 25 
Quaker City Division, Philadelphia, Pa. 
Surpass Leather Co., Phila., Pa. .......... 39 
Tanners Council of America, New York City 2 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


United Shoe Machinery Corp., Boston, 
Di satcseksaancey ene 37-40-47-Third Cover 


SHOE ACCESSORIES 
Nu-Way Shoe Stretcher Co., St. Louis, Mo. 55 


Pollinger, M. D., Co., St. Louis, Mo. ...... 55 
Simplex Shoe Tree Corp., Chicago, Ill. .... 50 
Williams Mfg. Co., Portsmouth, O. ....... 51 
MISCELLANEOUS 
American Printing & Label Co., Cincin- 
SGU. Sa ature sfei4ie 6:0:a,0.5.¢-5:01g.4.0,0.0:0 06.4 6 bso 55 
American Weekly, New York City ........ 5 
Glauberg, Max, New York City .......... 54 
Hotel Gov. Clinton, New York City ....... 55 
Hotel New Yorker, New York City ........ 49 
Hotel Piccadilly, New York City .......... 55 


Illinois College of Chiropody, Chicago, Ill... 49 
Irvin Rubin, New York City .............. 55 
Kent Automatic Garages, New York City.. 55 
Kirsch-Blacher Co., Inc., New York City .. 54 
Poster & Deutsch, New York City ........ 54 
Walk Eze, New York City ................ 51 





port the NRA and stabilize juvenile 
footwear prices for fall. 

In addition to their regular mailing 
lists, hundreds of requests for these 
catalogs have been received from re- 
tailers who are “grading-up” in re- 
sponse to improved demand for better 
grades of juvenile footwear. 

The Green Shoe Manufacturing Co. 
also makes the Junior Arch Preserver 
Shoe containing all the genuine Arch 
Preserver features of construction, a 
catalog of which is also available on 
request. 





Demand for Lower Heels 

CuicaGo.—Retailers in Chicago re- 
port a constantly increasing demand 
for lower heels. This is due, in great 
part, they think to the extra amount 
of foot usage entailed by the Century 
of Progress. However, women having 
enjoyed the comfort of lower heels will 
in many cases continue to wear them 
for street wear, it is thought. Welt 
soles are also increasing in popularity, 
according to reports. 

One house points out that among 
their sale shoes all low heels have been 
cleaned out. Another, that 13/8 heels 
are strong with them. Another, that 
repeat orders on low heels are on the 
increase. 


EE 
DATES TO REMEMBER 


Annual Convention, New York State Shoe 
Retailers Assn., Hotel Ten Eyck, Albany; 
CEE ee rk re September 11-12 


Jewish New Year ............. September 21 


Leather Opening ............... October 2-3 
Hotel Astor, N. Y. 

World Series Commence .......... October 4 

Columbus Day .................. October 12 

Hallowe’en ................0000- October 31 

Armistice Day ................ November 11 

Thanksgiving ................. November 30 


30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York ....... December 4 
National Season Opening, Hotel Commodore, 
Le. Sree re December 5-8 
ne ee December 25 
New Year’s Day ............ January 1, 1934 
National Shoe Retailers Annual Convention 
at St. Louis ............ Jan. 8, 9, 10, 1934 
Middle Atlantic Shoe Retailers Association, 
20th Annual Meeting and Exhibition, 
Hotel Adelphia, Philadelphia. .Jan. 22, 23, 24 
Northwestern Shoe Retailers Regional Asso- 
ciation at Minneapolis. .... Feb. 5, 6, 7, 1934 
Indiana Shoe Buyers Eleventh Annual Con- 
vention, Claypool Hotel, Indianapolis, 
IOIID «5. .65n6,05-0°0.6-00.0 Feb. 4, 5, 6, 1934 
et 
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- Shoes 





Yuuvenile Busines. 


on a por with 


The Poll Parrot name is well and 
favorably known. It is the na- 
tion's outstanding line of juvenile 
footwear, and the choice of an 
increasingly large number of 
leading department and shoe 
stores in the large cities. 


Poll Parrot Shoes are well made, 
well styled, and built to our high 
standards of all-leather quality 
and value. With this line you 
have the solution to your juve- 
nile problems. 








R ROBERTS, .JOHNSONS RAND R. 











Branch of international Shoe Co. 


ST. LOUIS, MO. 
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Your Expectations 7 


y Shey Apeak for themselves_ 
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The... 


NON-MARRING 
NON-SKIDDING 
QUIET HEEL 


























| Insures 
ee | COMFORT 
, ae | with SECURITY 














Made just for 
SLIPPERS 






























GOOD 
LOOKING 


Keyscroll 
Trade-mark 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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If not send for it today. It is a 
complete, interesting presenta- 
tion of a plan that will definitely 
build juvenile footwear business 
for your store—a plan packed 
with powerful selling punch— 
new, yet thoroughly proved by 
nationally known retailers. Hun- 
dreds of dealers have displayed 
enthusiastic approval. Get the 
facts. Send for The New Pied 
Piper Deal" today. 


EXCLUSIVE MANUFACTURERS 


OF JUVENILE FOOTWEAR SINCE 1914. 
WAUSAU, WISCONSIN 
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= WE DO OUR PART 
a» 


The NORLD’S GREATEST JUVENILE HEALTH SHOES 
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MINE DON'T ANYMORE -1 WEAR 
WILBUR COON SHOES NOW 


MY FEET HURT SO! 
I'M SIMPLY DEAD! 








No. 308—Gun Grey Kid. $4.20. 

No. 260—Black Satin Kid. $4.00. 

One Eyelet Blucher Oxford, 20 last, 
18/8 Continental Heel. Cement 


AAA to B. 
“Code: 308—Game; 260-Log. 


This is a Suede Season 
... and a Grey Season 


It’s the Special Measurements in Wilbur 
Coon Shoes that stops slipping heels at 
once. 


No. 243—Grey Ooze Calf. 

No. 244—Black Ooze Calf. 

No. 246—Brown Ooze Calf. 

Three Eyelet Blucher Oxford; 13 last; 
16%/8 Covered Continental Heel; Cement 
Process. 

AAAA to B. $4.20. 

Code: 243—Glen; 244—Gannett; 246— 
Limekiln. 


No. 2398—Black Ooze Calf. 

Four Eyclet Blucher Oxford; 313 Last; 
4/8 Ooze Covered Cuban Heel; Good- 
year Welt. 

AAA to EE E (no EE), $4.50. 

Code: Grimes. 


And the new Fall Suedes in Greys, 
Browns and Black are cleverly designed 
to give the effect of slenderness .. . yet 
provide ample toe room for ease in 
walking. 

Sizes: 31% to 11 


No. 2374—Black Satin Kid. $4.30. 

No. 2375—Biack Ooze Calf. $4.50. 

Side Buckle T Strap, 10 Last, 16/8 Cov- 
ered Continental Heel (scuff-proof on 
2374); Goodyear Welt. 

AAAA to D and EE. 

Code: 2374—Deposit; 2375—Conesus. 


304—Grey Suede. 

jo. 305—Brown Suede. 

Ne. 306—Black Suede. 

Stitched Opera Pump; 13 Last; 16%/8 
Covered Louis Heel; Leather Top. 
Cement Process. 

AAAA to B. $4.20. 

Code: 304—Woods; 305—Perfection; 306 
—Ideal. 


No. 2358—Black Ooze Calf. 

No. 2359—Brown Ooze Calf. 

Six Eyelet Blucher Oxtord; 362 
15/8 Scuff-proof Wood Cuban 
Goodyear Welt. 

AAA to EEE (no EE). $4.5 

Code: 2358—Ring; 2350 Kolb. 


N. Y. Office: 520 Marbridge Bldg., 47 West 34th Street 


Chicago Office: 506 Security Bldg., 189 West Madison Street 


Main Office: W. B. Coon Co., 37 Canal Street, Rochester, N. Y. 
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